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Like Ps in a Pod... 


r 

oday, not only P’s, but A’s and B’s, 
words and pictures too, leap into print 
miles apart looking exactly alike. Dupli- 
cate printing plates turn the trick, but 
these chunks of heavy metal take muscle 
and money to ship and handle. 

Now work for both postman and printer 
is lighter thanks to printing plates made 
with Shell Chemical’s tough Epon*® resin. 
Only a third as heavy as metal-backed 
plates, they slice mailing costs 40° to 


65°,. And because Epon resin does not 
warp the fragile printing image it sup- 
ports, there’s less risk of distortion. Epon 
resin-backed plates whir through two mil- 
lion impressions without showing ap- 
preciable wear. 
oF os 

With Epon resin to replace heavy metal 
in printing plates, Shell Chemical helps 
lighten the task of spreading knowledge 
in print. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 
NEW YORK 
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You can tell 





the SiSiF man 


by his complete line of bearings! 


He can promptly fill your requisitions for 
both ball and roller bearings—for many thou- 
sands of sizes. No one else offers such a variety! 

Besides this big selection, he offers his per- 
sonal experience with countless bearing 


For More Information Write No. 
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applications . . . plus the services of versatile 
application engineers and bearing designers 
in the home office of S&F. 

Why not speed up your bearing orders by 
calling him today? 


EVERY TYPE-—EVERY USE 


SKF INDUSTRIES. INC.. PHILADELPHIA 32. PA 
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BRASS 


...especially Western Brass... 


has done...is doing... 


and will do...many jobs better than 


any other metal. Western Brass 


is “tailor-made” for 


each job. 


* Sheet and Strip Specialists In Brass and Copper * 


The man from Western is only a phone call away 


ill., New Haven, Conn. e SALES OFFICES: Boston « Chicago « Cincinnati « Cleveland « Dallas « Dayton e Decatur, Ga. « Detroit 
g Island City « Los Angeles « Milwaukee « New Haven « Philadelphia « Rochester ¢ Rockford, Ill. « Saint Louis 
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Photo courtesy Atlas Tack Corporation, Fairhaven, Mass. 


1400-gallon cup of hot acid 


B. EGoodrich improvements in rubber brought extra savings 


F= many years, this job of cleaning 
rust and scale off coils of steel rods 
was done in tanks made of thick cypress 
planks. But tanks shrunk under the bite 
of hot acid, had to be calked and 
patched frequently, and were lasting 
only about a year. 

A leakproof tank seemed impossible 
until B.F.Goodrich engineers came up 
with something entirely new in the way 
of a protective lining. They developed 
a combination lining of hard rubber 
sandwiched between layers of soft rub- 


ber that stands the most corrosive acids. 
This B.F.Goodrich “‘Triflex”’ lining, as 
it is called, is permanently attached to 
a steel tank, then protected from ex- 
cessive heat, rips and tears by a sheath- 
ing of brick. 

The waste and hazard of acid leaks 
stopped wherever this B.F.Goodrich 
lining was used. The tanks in the pic- 
ture were lined by this method 10 years 
ago. Since then they've been in use 16 
hours a day, have required virtually no 
repairs or maintenance. The company 


figures that in terms of useful service 
each tank has only cost them about 
50¢ a day. 

In the past 35 years, B.F.Goodrich 
has rubber lined thousands of tanks to 
handle acids and other corrosives. Some 
are still in use; others lasted 15 or 20 
years. Not one ever failed to end costly 
shutdowns for repairs. When you specify 
tank linings, remember that the true 
cost is the price divided by the years of 
satisfactory service. On that basis, your 
cost will be lowest when you specify 
B.F.Goodrich. B.F.Goodrich rte sae! 
Products Co., Dept. M-642, Akron 18, Ohio. 


B.EGo 7 drich industrial rubber products 
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The smoother surface of 


-ONTOUR-WELDED* 


STAINLESS TUBING 


gives rt greater resistance to corrosion 


Recent tests prove: (1) Contour-welded tubing is smoother than 
any other tubing, and (2) this extra smoothness provides 
greater resistance to corrosion. 

Here’s how TRENTWELD® tubing, made by the exclu- 
sive Contour-Weld process, compares with other full- 
finished tubing: 

e It’s smoother than seamless because it’s formed from 
uniformly rolled strip steel, whereas seamless is ex- 
truded from a billet. 

e It’s smoother than other welded tubing because the 
Contour-Weld process, patented by Trent, virtually 
eliminates the weld bead. 

Other tests prove this smoother surface provides in- 
creased resistance to corrosion — because there are fewer 
focal points for corrosive attack. Not only that, the 
smoother surface ensures longer fatigue life and less 
product incrustation. 

But get°full details. Our free 48-page “Trentweld 
Manual” gives complete data on Contour-Welded tubing 
in sizes from %” to 40” O.D., in stainless and high alloy 
steels, titanium, zirconium, zircalloy and Hastelloy.t 
Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
tTrademark Haynes Stellite Co. 


In Conventional Welding 


With Contour Welding 
Y 
In CONVENTIONAL WELDING of tubes, gravity pulls the molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks. Cleaning 
becomes difficult. 


“With CONTOUR-WELDING the tube is welded at the bottom. 
Gravity still pulls the molten metal down inside the tube, 
but now the weld area corresponds to the contour of the tube. 
There’s virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


stainless and high alloy pipe and tubing 


TRENT TUBE COMPANY 


Subsidiary of Cfucible Steel Company of America « GENERAL OFFICES: East Troy, Wisc. MILLS: Bast Troy, Wisc.; Fulterton, Calif. 
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Be sure to give old as well as new 
address; include postal zone number, 
and new company nome and title. En- 
close address label from a recent issue, 
if possible. Since mailing labels are 
addressed in advance, please allow 53 
weeks for change to become effective. 














Held down “impossible” job for months vs. days 


They were asking the “impossible” at this big West It’s been on the job over 12 months now — completely 
Coast mine. The hose used in their big beneficiation mastering this extra-tough job. 

plant must be tough enough to handle the flow of So once again, the G.T.M. has proved that the “impos- 
m irderously abrasive iron-ore slurry. Yet it still must sible” often boils down to right hose — and the right 
recommendation. Make sure you get both—by contact- 
ing your Goodyear Distributor —or writing Goodyear, 


e flexible enough to follow a twisting, bending course 
wn from the top of the seven-story structure. 


it’s little wonder their first hose sprang numerous Industrial Products Division, Akron 16, Ohio. 
almost immédiately — was finished completely in 
bout 45 days. It wasn’t until the G.T.M. — Goodyear 
chnical Man—recommended his special ore-carrying IT’S SMART TO DO BUSINESS with your Goodyear Distributor. 
se that they got satisfactory service. He can give you fast, dependable service on V-Belts, Hose, 


: i ; ; Flat Belts and many other industrial rubber and non- 
fact, the G.T.M.’s hose has been so successful that vubd 


er & ipplic s. Look for him in the Yellow Page s under 
company’s purchased over 4,000 feet of it to date. “Rubber Goods” or “Rubber Products.’ 


| GOODYEAR INDUSTRIAL PRODUCTS 
| @ - Specified 


Special Hose for 
Iron Ore Beneficiation Plant 
ose 


ROUGHER JIG 


pele), lel -4. a. 7 aa 4 TAILINGS 
attr in 


HOSE FOR ALL INDUSTRY 


C OODFTEAR 


THE GREATEST NAME IN RUBBER 
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> CONSUMING MORE POWER—Industrial 
power consumption is rising steadily. Last 
year, industry used 372 billion kilowatt hours. 
In 1963, says Westinghouse Electric Corpora- 
tion, industrial consumption will be 506 billion 
KWH. And by 1968, it will hit 667 billion 
KWH. 


> COUNTERATTACK—Industry is fighting 
back against the rising tide of foreign im- 
ports into this country with strong public edu- 
cation programs. A good example is the cam- 
paign now being waged by Wolverine Tube. 
The company has published a number of book- 
lets—that describe the seriousness of the im- 
port problem in everyday language—for dis- 
tribution to its wholesalers, contractors, cus- 
tomers, and friends. Other companies are 
adopting similar methods to tell their story to 
the American public. 


®&> MATERIAL HANDLING BOOMING—Or- 
ders from purchasing agents for material 
handling equipment are at the highest level 
in 33 months. According to the latest report of 
the Material Handling Institute, the index 
stands at 164.45 (1954—100). 


> BOOSTING THE COMPETITION—One 
possible aftermath of the steel strike: more 


4 





For the P.A.'s Hot File .. . 


If you find yourself short of steel de- 
spite the strike warnings voiced 
throughout the first half, here’s a tip 
that might help you: see if other pur- 
chasing agents in your area have any 
excess supplies. Some P.A.’s have laid 
in enough steel to carry them through 
a six month strike—which hardly 
seems likely at this point. And there 
are reports of some smaller steel fab- 
ricators being heavily overloaded with 
raw material. Their need for cash may 
force them to liquidate some of this in- 
ventory. 











sales for competing materials—like aluminum 
and plastics. If the steel companies raise prices 
as a result of wage increases, many buyers may 
turn to alternatives. Some companies that use 
a lot of steel have already designed new pro- 
ducts using other materials. They’re just wait- 
ing for the right economic moment to go into 
production. 


& ULTRASONIC SOLDERING — Soldering 
aluminum has always been a problem because 
of the thin layer of oxide that covers the 








pb ebb eee eee tt 





Orders from purchasing agents 
for used machine tools have 
been on an upward trend re- 
cently, says the Machinery 
Dealers National Association. 
The association predicts a slight 
gain this year in sales of used 
tools over the mark set in 1958. 


++ 1947-1949 = 100.0, +4 
+ + ; 
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CASE HISTORIES 


An efficient double row, 
preloaded ball bearing 
for use where combined 
loads must be resisted 
by a single bearing. Both 
radial and axial defiec- 
tions are controlled 
within very close limits. 


Photo: Courtesy Jacobsen Mfg. Co., Racine, Wisconsin 


"iy Goll Bearing Design Helps 
Cut Power Mower Cos?s 4.29 Fer Unit! 


CUSTOMER PROBLEM: 


Require bearing design that will help reduce 
production costs of power mower without 
affecting mower’s high quality and performance. 


SOLUTION: 


N/D Sales Engineer, working with company 
engineers, recommended a new, more efficient 
cutter housing design utilizing three precision 
New Departure production double row ball 
bearings. These high capacity dual purpose 


bearings resist heavy radial and thrust loads in 
any combination. The conversion accounted 
for a parts and assembly-time cost savings of 
$4.29 per mower. In addition, the manufac- 
turer is able to promise mower users years of 
trouble-free performance, while pricing more 
competitively at retail! 

Perhaps there’s a New Departure production 
ball bearing that will help lower costs and add 
new sales appeal to your product! Why not call 
on New Departure today? For more informa- 
tion write Department V-8. 


Replacement ball bearings available through United Motors System and its Independent Bearing Distributors 


HRNz 


EPARTURE 


DIVISION OF GENERAL/MOTORS, BRISTOL, CONN. 


NOTHING ROLLS L/KE A BALL 
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metal and its alloys. This layer has to be re- 
moved before any soldering can be done. In 
Switzerland, ultrasonic soldering is now be- 
ing used. High frequency vibrations are trans- 
ferred to the aluminum during application of 
the solder, bursting the oxide layer. A big ad- 
vantage: there’s no need for any chemical 
fluxing agent in the process. 


> AUTO SALES RACING AHEAD—In the 
first half, 2.9 million automobiles were sold 
in this country—a 33% hike over the same 
period last year. This includes 300,000 for- 
eign cars. It looks like 1959 will be a 6 
million car year—of which about a half million 
will be imported models. 


> PAPER PRODUCTION PROSPECTS— 
Production of paper will hit a new record 
this year, says Standard & Poor’s. Output 
should be greater than the 1956 peak of 14 
million tons. Demand from paper buyers has 
been quite brisk thus far in the year. 
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&> GRAY IRON UPTURN—1959 sales of gray 
and ductile iron castings will be 30% higher 
than last year. So says the Gray Iron Found- 
ers’ Society. Shipments this year are forecast 
at 13.5 million tons, up from 10.4 million tons 
in 1958. 


> LOWER PRICES—Purchasing agents will 
be paying less for (1) adding machines and 
(2) fluoroalcohols. Victor Adding Machine Co. 
reduced prices on one line from 12% to 28‘. 
And DuPont Co. is now selling fluoroalecohols 
at $10 a pound. Development prices a year ago 
ranged from $30 to $40 per pound. 


&> ON YOUR OWN—Do you ever get the urge 
to pack in your job and start a business of 
your own? If so, remember this: in the eight 
year period between 1951 and 1958, three mil- 
lion businesses were started. But, says the De- 
partment of Commerce, two and a half million 
firms went out of business during the same 
period. Most of these new businesses were in 
the service and construction industries. 


QUOTE ! Co eocrcccccseccocooccocecosesscecouecoees 


The urgent need for business leadership in politics 
has been underlined by Roy C. Ingersoll, chairman of 
Borg-Warner Corporation. “The business executives 
of this country have demonstrated their qualifications 
for leadership,” says Mr. Ingersoll. “Now it is time 
that they become fully aware of the impact of politics 
upon the operation of our free enterprise system.” He 
believes that “businessmen cannot stand aside saying 
‘this is politics and we are businessmen, so we will let 
the politicians do it.’”” He exhorts all businessmen to 
“lose no opportunity to explain and interpret the ope- 
ration of our businesses—and the operation of our pri- 
vate enterprise system—to our employees and to the 
public and to candidates for office.” 


Roy C. Ingersoll 
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THE COLORADO FUEL & IRON CORP. 


CUTS GLOVE COST 48% WITH 


‘Riegel 
Mighty-Scrapper™Gloves 
More on-the-job proof! Riegel’s Mighty-Scrapper glove 


replaced two different all-leather gloves at Wickwire- 
Spencer Steel Div. Result: equal wear at half the price! 


“In addition,” says Mr. George A. Simmons, Supt. of 
Stores, “We like Riegel’s free slogan imprinting, and 
are gratified at the strong acceptance of these colorful 
gloves by our men.” 


Mighty-Scrapper comfortably combines leather palm 
and thumb with a wear-resistant Riegel Plastic Dot™ 
fabric back. It’s one more example of Riegel’s ability 
to save for you by fitting the right glove to the job. 
Over 400 styles and materials. Write today. 


ASK FOR FREE CATALOG 


HOW FOUNDRY SAVES 
$90 PER MAN WITH 


‘Riegel 
Special-Purpose Gloves 


Here’s on-the-job proof! No matter how special your 
needs are, Riegel has the right glove. This large midwest 
foundry switched from leather-palm gloves to Riegel’s 
specialized Hot Press gloves for handling hot castings. 
They paid 15% more per pair, but got 87% more wear! 
$90 saved every year for every man! 

The men prefer Riegel’s added roominess and the thick, 
wool-content lining that gives better heat protection and 
longer wear. Riegel’s wing thumb adds flexibility. 

Riegel offers you over 400 different styles and 
materials...expert advice by industrial specialists. ..8 
warehouses to speed deliveries. Write today. 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


RIEGEL TEXTILE CORPORATION - Conover, N.C. 


perator at C.F.&!. wite mil 


Velding uses Riegel 
No. 95542, heavy-duty leather palm 


Men handling refractory brick at C.F.&I 


a. Hot Pr Gountlet: leather 
get longer wear with Mighty -Scrapper or 


index finger, tips and strap. 


Special-purpose all-leather 
gountiet. Full hand protection. 


ASK FOR FREE CATALOG 
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What's the Price Outlook 
For the Second Half? 


As always, the pressure will be on purchasing during the second half to keep 
prices down. But the P.A.—who acts in many cases as his company’s staff econo- 
mist—knows that he cannot always prevent price increases from suppliers. We 
asked a representative cross-section of purchasing agents a number of questions 
about the second half price outlook. Their combined answers follow: 


Increase 


|. Compared with the first half 9 
of 1959, do you expect * Remain the Same * 





prices in the second half to: 


Decrease 





1% to 5% 


2. If you expect prices to rise, 
how large do you expect the = 5% to 10% 





increase to be? 


10% to 20% 





Hold the line 


3. During the next six months, 9 ; 
what will your company's * _ Increase its prices 





policy on prices be? 





Lower its prices 
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TEXACO ORGANIZED LUBRICATION CAN HELP YOU... 


End replacement parts waste 


Does it seem that you’re buying replace- 
ment parts too frequently for one or more 
machines in your plant? One Northeastern 
manufacturer replaced parts in a major 
machine every two weeks, marking it off 
as normal maintenance expense. Actually, 
it was abnormal—the result of faulty lubri- 
cation practices. A Texaco Lubrication 
Analysis spotted the trouble, cured it. 

Let Texaco help you reduce purchasing 
as well as maintenance costs. Check and 
see if your plant is operating under an 


Organized Lubrication plan. If not, call in 
your local Texaco Lubrication Engineer. 
His advice can help you avoid waste in the 
buying and use of lubricants, and bring 
savings that can easily run up to thousands 
of dollars. 

Send for Texaco’s book ‘‘Management 
Practices that Control Costs via Organized 
Lubrication.”’ It can mean the -biggest 
return you ever got for a 4¢ investment! 

Texaco Inc., 135 East 42nd Street, New 
York 17, N. Y., Dept. P-110. 


organized 


lubrication 


Ce 


LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


For More Information Write No. 160 on Inquiry Card—Page 32 


12 


PuRCHASING 





Purchasing Opinion 


Steel 
Chemicals 
Aluminum 





4. Of the major commodities 9 a 
you buy, which ones do you = 


expect to increase in price 
in the second half? 


80% of the P.A.’s believe no price decreases in major commodi- 
ties will be made. The remainder look for cuts in these materials: 


What major commodities 9 

that you buy do you expect * 

to decrease in price in the 

second half? 
Copper and Brass 
Lumber 
Paper 


Unreasonable 
demands by labor 





Inflationary 


6. To what do you attribute the 9 = government 
steadily advancing prices of * spending 
recent years? 





Management too 
soft in déaling 
with labor 





Poor management 
by suppliers 





Other (lack of 
labor legislation, 
public apathy, 
politics, etc.) 





7. Are you in favor of any type 9 
of price control, if a similar = 
type of wage control were 
adopted? 
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But Only DETREX Can Supply You With the Best of All Three: 
Solvent — Equipment — Engineering 


Depend on DETREX for 

Every Metal Cleaning 

and Processing Need 

e@ PERM-A-CLOR NA 
(Trichlorethylene) 

© Solvent Degreasers 

@ Ultrasonic Equipment 

@ Industrial Washers 

e Phosphate Coating Compounds 

e@ PAINTBOND Compounds 

e Aluminum Treating Compounds 

@ Alkali and Emulsion Cleaners 

e Rust Proofing Materials 

e Extrusion and Drawing Compounds 

@ Spray Booth Compounds 


ey's 
write for T- j. Kearn 
ri ~ 
informative artic Ss 
apitrasonics _ an 


Aid to Met 


tanding 


al Cleaning” 


When DETREX pioneered solvent degreasing and 
introduced PERM-A-CLOR, more than a quarter of a 
century ago, it completely revolutionized metal cleaning. 
Today’s PERM-A-CLOR is the finest of trichlorethylene 
products — the result of years and years of testing 

and proving, in the laboratory and on the job. 


Combine PERM-A-CLOR with DETREX tailored-to- 
the-job equipment, and even greater efficiencies are 
realized. Operating costs are reduced, worker 
productivity is increased, more parts are cleaned 
per pound of solvent. 


Now add the DETREX engineering organization — 
men most qualified to analyze and appraise the 
efficiency of metal cleaning operations — and you have 
another important reason why PERM-A-CLOR users 


get the most for their solvent dollar. 


CHEMICAL INDUSTRIES, INC. 





Box 501, Dept. P-859 Detroit 32, Michigan 


World’s Largest Exclusive Producer of Cleaning Chemicals and Equipment 
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Unure those of most commodities, plastics 
prices do not fluctuate very much with supply 
and demand. In the long run, prices are general- 
ly moving only one way—down. This situation is 
likely to remain constant until this growing in- 
dustry approaches maturity, which is still some 
years away. 

However, it does not follow that the best way 
to buy plastics is hand-to-mouth. That can be 
the worst way, severely penalizing the purchas- 
ing agent. For every plastics supplier puts a two 
or three cents per pound premium on material 
sold in less than carload lots. In addition, the 
“special deal” prevails in plastics purchasing; the 
amount you buy or are expected to buy often 
determines the price. 


Fast-Moving Developments 

Why have plastics prices been dropping? Main- 
ly because of the mushrooming development of 
new and better materials and more efficient ways 
of making them. Few industries spend as much 
as the plastics industry—two and a half cents of 
the sales dollar—for research and development. 
Most of the major developments come from the 
large chemical firms, like Union Carbide, Du- 
Pont, Monsanto, and Dow, the main plastics pro- 
ducers. 

Though there are 14 different important plas- 
tics, most purchasing agents will be most con- 
cerned with three: polyethylene, vinyl, and 
polystyrene. These materials are all thermo- 
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Special Industry Report: 


plastics—which means they can always be melted 
by the application of heat. 

Polyethylene—which is naturally flexible, 
slightly opaque, and has a waxy feel—is the 
largest volume plastic in the United States. Ten 
years ago, it was little more than a laboratory 
curiosity. It has developed faster than any other 
plastic, perhaps faster than most other industrial 
raw materials. 

Largest use of the plastic is for film and sheet- 
ing, which accounted for 29% of 1958 produc- 
tion. Other large outlets were exports, 27%; 
molding, 14%; and wire and cable insulation, 
10%. 


High Density Polyethylene 


Polyethylene’s rate of growth shows no signs 
of slowing. Latest big development in this mate- 
rial is high density polyethylene, which is stiff- 
er, stronger and more heat resistant. It can also 
withstand boiling water. Last year, high density 
polyethylene came into wide-scale commercial 
production; 35 to 40 million pounds of the mate- 
rial were sold. 

Considering its rapid growth, the price of 
polyethylene has shown remarkable stability, 
with rising demand closely following production 
gains. The price of film grade, low-density resin 
is now 35¢ a pound, with molding material at 32¢. 

These prices have so far withstood reductions 
early in the year in the price of high density ma- 
terial, Phillips Chemical Co., the biggest produc- 
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fasteners for 


A TYPICAL EXAMPLE: 


3 ss h e2aVv y rok ity How to Fasten Securely to Avoid Shifting 


ss "BaY-Ta-Mrotelal-tiel-1e-le)l-Mc-lalsielemiaMm calc ME-RhCctallate! 
is needed to keep the parts from shifting 
: s * fe the Shakeproof®-developed Pyramidal 
ce nN Washer* should be used. This wast 
: app 1k @re! ite) S large clearance holes —\ provides 
3 needed to keep parts securely fastened and 
See Tame lite falaal-jah@ 
‘ “U.S. Pat. No. 2,794,476 


For want of the right fastener, man-hours and money are 
often needlessly lost! It's vital to economical assembly 
line production to specify fasteners for each application 
that will do a fast and effective job every time. Fasteners 
engineered by Shakeproof assure maximum locking, re- 
duce handling, and provide many additional functions that 
save assembly time, reduce production costs and improve 
your product's quality. 


SEND FOR NEW SHAKEPROOF BULLETIN NO. 200 


Shows typical examples of money-saving fasteners de- 
veloped by Shakeproof engineers for heavy metal appli- 
cations. Offers testing samples. Write for your free copy 
today! 


SHAKEPROOF 


“FASTENING HEADQUARTERS” ® 


DIVISION OF ILLINOIS TOOL WORKS 


St. Charles Road, Elgin, Illinois 
In Canada: SHAKEPROOF /FASTEX 
Division of Canada Illinois Tools Limited, 67 Scarsdale Read, Don Mills, Ontario 
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er, reduced the price from 43¢ per pound to 38¢. 
The move established a more realistic relation- 
ship between low and high density polyethylene. 
The improved properties of the latter material 
are worth the 3¢ differential, but perhaps not 
the larger one that had existed. 

Last year three producers, notably Spencer 
Chemical Co. and U.S. Industrial Chemicals Co., 
added to their production facilities for low den- 
sity polyethylene, bringing total capacity to 
over a billion pounds a year. However, sales 
last year in that area were only about 800 mil- 
lion pounds. 

A reduction in the price of low density poly- 
ethylene is certainly coming in the future. The 
big question is when. Some experts see the price 
holding above 30¢ for the next three or four 
years. 


Markets For Vinyl 

Polyvinyl chloride, or vinyl, is the plastic im- 
mediately identifiable in shower curtains, rain- 
coats, and floor tile. It is a rigid plastic and must 
be compounded with a plasticizer to produce a 
flexible material. The major markets for vinyl 
last year were molding and extrusion, 31%; film 
and sheeting, 23%; flooring, 18%; and fabric 
treatment, 8%. 

Vinyl sales suffered last year as a result of the 
hard goods recession. Since a large volume of 
vinyl goes into automobiles, reduced auto pro- 
duction hurt sales considerably. 

Then too, another company entered the field, 
bringing the number of producers to 21. Small 
quantities of resin continued to come in at a 
low price from Italy and Japan. This all led to a 
general price reduction at the end of the year 
from 25¢ a pound to 23%¢. 

The price of DOP plasticizer was also re- 
duced by Monsanto Chemical Co. to 25¢ per 
pound from 28¢, and competitors followed. This 
was an important move, since most vinyl prod- 
ucts use from 30% to 60% plasticizer. 

Since vinyl capacity is well over a billion 
pounds a year and sales in 1959 of around 700 
million pounds are expected, it may well be that 
the vinyl price is the softest in the industry. 


Styrene's Limitations 


Polystyrene is the third important plastic. It is 
most familiar in the form of small shiny-surfaced 
toys. Styrene has high surface quality and is 
inexpensive to mold. Its limitations are break- 
ability and low heat resistance, but these draw- 
backs can be overcome by the use of high impact 
and heat-resistant grades of material. 

The big market for polystyrene is in products 
like radio cabinets, lighting fixtures, novelties, 
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premiums, pipe, and fittings. These miscellaneous 
items took 29% of styrene production last year. | 
The refrigeration market absorbed 15%; pack- | 


aging, 14%; toys, 10%; and wall tile and house- 
wares 7%. 

In February, important cuts were made in the 
price of styrene. However, these reductions had 
been expected for some time. Monsanto took 
the lead by reducing the price of general pur- 
pose natural color resin from 24%¢ per pound 
to 2142¢. Medium, high impact, and heat-resist- 
ant material were also reduced. Dow matched 





these reductions and went one better by offering [js Ht 


colored styrene at a premium of only 2¢, under | 


certain conditions, The premium for color has 
traditionally been 3¢ to 4¢. 


The price of styrene should be firm at the new | 


lower level. At 2114¢, it has become the lowest 


priced plastic, with the single exception of phe- 5 
nolic—which is used for entirely different pur- | 


poses. 


Other Types 


Among the other plastics with which purchas- | 


ing agents are familiar are the cellulosics, acrylic, 
nylon, phenolic, and polyester. The important 
cellulosics include acetate—used widely for blis- 
ter packaging—and butyrate—which is tough and 
weather resistant. 

Of these, nylon is the highest priced, now sell- 
ing at $1.18 per pound. Phenolic costs the least— 
about 19¢ a pound. And acrylic, polyester, and 
the cellulosics are slightly more expensive than 
the three major plastics. 


1958 POLYETHYLENE CONSUMPTION BY END USES 


FILM & SHEETING 
29% 


WIRE,CABLE 


INJECTION INSULATION 


MOLDING 
14% 





BLOW MOLDING 3% 


EXPORTS 
27% 


The largest single percentage of polyethylene pro- 
duction goes into film and sheeting. However, almost 
as much is exported. 
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Here's what we mean by off-the-shelf delivery 


These coils of stainless steel wire are waiting to be habit of our customers. 

shipped out at a moment’s notice from our stainless- If your design calls for wire in Monel*, Inconel*, 

specialty plant. or stainless alloys—try the products and service of 
Wire precision-drawn from Inco alloys is our our Alloy Works. For full information, write or call 

specialty. Getting it out to you on time is our pride. Riverside-Alloy Metal Division, H. K. Porter Company, 

Coming back for more—and more—is a wonderful Inc., Riverside, N. J. 


*Registered Trade Marks of the International Nickel Company, Inc. 





RIVERSIDE-ALLOY METAL DIVISION p A] p H.K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION. 

Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION; H. K. PORTER COMPANY DE MEXICO, S.A.; and 
in Canada, Refractories, “Disston’’ Tools, “Federal’’ Wires and Cables, “Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD. 
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Three new, low-cost TIMKEN’ bearings 
open new design opportunities 


ITH three new small size 

Timken® bearings, machine 
designers can now get the advan- 
tages of tapered roller bearings 
where they couldn’t be used before. 
These new, smaller bearings pack 
high capacity in less space, and 
they’re lower in cost. They permit 
more compact designs by keeping 
related parts smaller—provide ad- 
ditional savings in hub materials, 
seals, nuts and dust caps. 


Diagram above at left shows two 
of them in a typical layout of a 
front wheel hub for the Automotive 
Industry’s new compact cars. They’re 
the most economical single-row 
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LM 11749—LM 11710 
Wt. .181 Ib. 


Wheel hub showing 
typical application 
of two new 

Timken bearings. 


Timken bearings ever produced in 
bore sizes of 1%.6”, 1” and 1%". 
Diagram above at right shows prin- 
cipal dimensions and weights. 


Like all Timken bearings, these 
new Timken tapered roller bear- 
ings are geometrically designed and 
precision-made to roll true. Their 
taper lets them take both radial and 
thrust loads in any combination. 
And full-line contact between roll- 
ers and races provides extra load- 
carrying capacity. 

Our Sales Engineers will gladly 
give you complete data, help you 
design the new bearings into your 
machines. Timken bearings make 


“3 rs) es ® 








L44649—L 44610 
Wt. .256 lb. 


ALSO 144643 
SAME AS ABOVE 
EXCEPT WITH 1’’ BORE 


Wt. .276 Ib. 


any machine better, because Better- 
ness rolls on Timken tapered roller 
bearings. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. 
Cable address: ‘““TIMROSCO”’. 


This symbol on a product means 
its bearings are the best. 


TAPERED ROLLER BEARINGS ROLL THE LOAD 
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WHAT’S MAKING NEWS? 


If an annual report makes its readers expand with pride, 
it may be because sales have broken through to new highs. 
But just as often, it’s because management has been able 
to push operating costs to new lows. This might be the re- 
sult of a production short cut, an improved process, or a 
whole new plant. And sometimes, it’s as simple as putting 
a new chemical in the right place at the right time. A few 
cases in point are reported below. 


You may wish to check certain 
items in this advertisement and 
forward to those concerned in 
your company. 


ROUTE TO: 














New chemicals 
influence future car designs 





Many of the designs planned for the automobiles of to- 

morrow call for specialized chemicals to make them tick. 

A peek at the work now in progress in Dow's Automotive 

Chemicals Development Laboratories shows what will be 

required of the antifreezes, lubricants and other automo- 
tive fluids of the near future. 





Wondrous engineering advances 
await automobile owners of a few years 
from now. One may be a single unit 
that combines the present day func- 
tions of the transmission and rear axle. 
Another may cool the engine by boil- 
ing a liquid. No one can say for sure 
which of these and dozens of other 
innovations will be given the nod by 
automakers, but one thing is certain: 
Many new chemical fluids will be 
needed to make them feasible . 
chemical fluids far different than those 
used in cars today. 


These new fluids are today being de- 
veloped by creative chemistry, such as 
the experimental work being carried 
on in Dow’s two new Automotive 
Chemicals Development Laboratories. 
Located in Midland, Michigan and 
Freeport, Texas, the two laboratories 
comprise extensive research facilities 
strictly devoted to automotive chem- 
istry. Dow research chemists are cur- 
rently concerned with many different 
projects involving the engine, cooling 
system, transmission, brake system and 
other important automotive areas. 

One interesting area of study con- 
cerns viscosity index improvers for 


lubricating oils. V.I. improvers help 
extend the range of temperature con- 
ditions under which lubricants can op- 
erate. For example, an engine oil stand- 
ing idle at ten degrees below zero is 
apt to be pretty heavy and syrupy. 
But at normal engine operating tem- 


peratures of 200 degrees and above, 
the same oil would “thin out” consid- 
erably. V.I. improvers give oil better 
consistency at both temperature ex- 
tremes—and at all points in between. 

Work on synthetic lubricants for trans-, 
missions is closely related. Heavier 
fluids are needed to carry the increased 
“loads” required of contemplated trans- 
mission designs. Fluids of higher den- 
sity may permit smaller, more efficient 
transmissions. 

Dow has long been active in the 
important area of antifreeze and cool- 
ing system research. This interest comes 
naturally, as Dow supplies several dif- 
ferent formulations of ethylene glycol 


~ 


Be Bs 


Alleviation of rust and corrosion in the cooling system of today's automobile engine is the 
subject of continuing study in the Dow Automotive Chemicals Laboratories. 
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antifreeze to major oil companies and 
automotive manufacturers. Much of 
this work is concerned with improving 
the characteristics of today’s all-winter 
antifreeze. Some, however, is on a 
strictly speculative basis—such as the 
engine that is cooled by boiling. 

Other projects under way at Dow 
include the development of improved 
brake fluids, gasoline additives and 
several other specialized chemicals. 
Whatever direction automotive designs 
take in the next few years, Dow hopes 
to be ready with new chemical fluids 
that will meet their requirements. 


DOW LOOKS TO FUTURE 
WITH NEW GLYCERINE PLANT 


Glycerine, one of the chemists fa- 
vorite workhorse chemicals, promises 
to grow in popularity in the years to 
come. The reason . stated simply, 
it is glycerine’s versatility in so many 
industries. 

Paper, dynamite, food, paint, 
tobacco, polyurethane, cosmetic and 
drug manufacturers have long admired 
glycerine—and not just for its sweet 
taste. For many years, it has saved 
many hundreds of thousands of chemi- 
cals processing dollars for tight-fisted 
management teams. 

The future for glycerine users . 
very rosy, indeed. In fact, Dow proudly 
announces that a new improvement in 
manufacturing technique has led to an 
even finer quality in Dow’s synthetic 


glycerine. Coupled with product im- 
provement is a brand spanking new 
glycerine plant in Freeport, Texas. 


‘ 


What does this mean . . . Dow hints 
profit-minded production men are re- 
evaluating glycerine. They are using 
it to replace less versatile processing 
chemicals. Result . . . improved prod- 
uct and rising product profit curve. 





DOW CHEMICALS 
BASIC TO INDUSTRY 


Glycols, Glycol Ethers 
Amines and Alkylene Oxides 
Solvents * Benzene Derivatives 

Inorganic Chlorides * Germicides 
Alkalies and Halogens 
Fungicides * Herbicides * Fumigants 
Hundreds of other Chemicals 


Plastics * Magnesium 


THE DOW CHEMICAL COMPANY 
Midland, Michigan 











HAIL THE LOW-PRESSURE COOKER! 

In processing plants, getting the 
right amount of heat to the right place 
is frequently a serious problem. More 
and more, management men are turn- 
ing to Dowtherm® A, a heat transfer 
medium with a number of definite ad- 
vantages over both direct fire and 
steam. Dowtherm A has super-high heat 
stability in the 350°F to 750°F range, 
permitting pinpoint heat control. It 
transfers heat at high temperatures 
with much less pressure than steam. 
At 700°F, for example, steam exerts 
a pressure of 3,000 lbs. per square 
inch. At the same temperature, Dow- 
therm A pushes out with a pressure 


of only 110 Ibs. per square inch. Proc- 
essors are invited to utilize Dow’s years 
of heat transfer experience. 


a 


Pinpoint temperature control in 350°F-750°F 
range can accurately be achieved with Dowtherm. 








YOUR INQUIRY WELCOMED. If you would like to know more about the Dow 

chemicals discussed in this advertisement, or others you may have heard 

about, write to us today. THE DOW CHEMICAL COMPANY, Midland, Michigan, 
Chemicals Merchandising Department 607EE8-3 








SEPARAN®—An old friend to the min- 
ing and pulp and paper industries, 
Separan flocculants settle solids in solu- 
tion quickly and efficiently. 


PHENOL—As an adhesive component, 
phenol helps adhere plywood sections. 
Phenolic resins are used to make tough, 
heat resistant counter and table tops, 
durable varnish and lacquers. 


BROMINE—Dow continues as a major 
producer of bromine and brominated 
products whose uses range from fire re- 
tardants to pharmaceuticals. 


A PLANTS 


@ TERMINALS 


CAUSTIC SODA—Abundant supply of 
Dow Caustic guarantees quality product 
delivered when and where you need it. 
Four producing plants and nine termi- 
nals serve U.S. industry. 
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Nerve cente 


More and more Coal buyers are checking 
the net cost pr 1000 pounds of steam 


Result: More and more specify Island Creek 
the coal that’s Precisioneered 


. 


kK PRECISIONEERING at Island Creek is many 


things. Essentially, it is starting with superior 
seams of eastern coal... and manufacturing it 
to the exact specifications your burning equip- 
ment requires to produce steam at the lowest net 
cost per 1000 Ibs. This involves the use of pre- 
cision engineering techniques in the most modern 
preparation plants. It involves strictest laboratory 


r of multi-million dollar Island Creek preparation plant where every complex operation is observed and controlled electrically. 


controls. It involves far-reaching engineering 
service and evaluation studies. From start to 
finish it involves the career company attitude that 
has made Island Creek a leader to whom other 
leaders may look—with confidence. We'd wel- 
come a chance to get down to net costs—with 
you and your plant people. Write. Or phone. No 
obligation, of course. 


ISLAND CREEK 
Precisioneered Coal 


You can depend on Island Creek... .a career company dedicated to coal 


fsland Creek Coal Sales Company, Chafin Building, Huntington 18, West Virginia . Chicago - Cincinnati . Cleveland . Detroit . Greensboro . New York . Pittsburgh 
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Washington Report 


Fair Steel Strike Settlement 
Sought By Government Mediators 


Tue government role in the 
steel strike has been to keep the 
bargaining going. Joseph F. Fin- 
negan, director of the Federal 
Mediation and Conciliation Serv- 
ice, believes that if negotiations 
are continued, eventually both 
sides will get together to work 
out a fair and equitable settle- 
ment of the strike. 

Once the workers “hit the 
bricks” in a strike, it takes a 
while for tempers to cool. Follow- 
ing this is another period for each 
side to properly assess its posi- 
tion. Then comes a period of at- 
trition, when management begins 
to feel the economic pressures of 
a shutdown and the workers start 
to feel the loss of their paychecks. 

There is little that the govern- 
ment can do to hasten the get- 
together process. Iron and steel 
have been a diminishing factor in 
the defense industries—so the 
strike could hardly be termed a 
national emergency for some 
weeks to come. 

President Eisenhower made re- 
peated efforts to bring about a 
settlement of the strike. Since it 
began, both the White House and 
Secretary of Labor Mitchell have 
kept on top of the dispute. 

However, the steel industry has 
not been under the gun to settle. 
Purchasing agents and steel ware- 
houses anticipated a shutdown 
quite a while ago. Steel buying 
built up to really big volumes 
during the second quarter. 

As a result, the steel user pipe- 
lines, even after a couple of weeks 
of strike, are pretty well filled. In 
addition all production did not 
stop at the strike call. Steel in- 
dustry spokesmen estimate that 
15% of the industry continued to 
operate when the strike began. 

This means that a small amount 
of new steel will continue to be 
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Federal mediator Joseph F. Finnegan (r.) wants to find the areas 
that Dave McDonald will negotiate. He’s looking for the same from 


steel industry leaders too. 


produced even though the bulk of 
the furnaces remain shut. 


Strike Data Lacking 


Department of Labor officials 
don’t have much information on 
the costs of a steel strike. And 
there is little economic data on 
the operation of the steel indus- 
try available in its files. 

Conciliation efforts by Govern- 
ment officials—including direct 
efforts by the Federal Mediation 
and Conciliation Service and indi- 
rect efforts by the Secretary of 
Labor and by the White House— 
are carried out at the top levels. 
The economic staffs at the De- 
partment of Commerce and De- 
partment of Labor say that they 
have only second-hand informa- 
tion on the course of negotiations. 

Industry sources estimate that 
$50-60 million in wages is lost 
each week of the strike. The com- 
panies are faced with production 
losses of around $43 million a day. 


The steel industry will be faced 
with other costs too. Shutdown 
costs alone figure to be over $20 
million. The same amount will 
have to be spent when production 
starts again after the strike. 

Strike problems are complicated 
by the technical aspects of the 
steel industry. During the abor- 
tive efforts of the White House to 
patch up the wage impasse before 
the strike actually began, the lin- 
ings in two furnaces in the Cleve- 
land area were burned out due 
to improper banking. 

While the principal centers of 
steel production are Pittsburgh, 
Chicago-Gary, Cleveland-Youngs- 
town, Detroit, Baltimore, Birm- 
ingham, Bethlehem, Trenton, and 
Los Angeles, steel ingots are ac- 
tually produced in 28 states. 

Largest markets for steel are 
(1) construction, (2) automobiles, 
and (3) highways. 

Wage levels in the steel indus- 
try are among the highest in the 
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WHATEVER 
MATERIAL 


ADVANTAGES 
YOU NEED... 


Versatile A+ FELTS. ... manufactured to precise en- 
gineering standards . . . serve industry in a thousand tested ways. 
They form wicks to deliver oil to bearings and shafts, ounce by 
measured ounce. They provide comfort and quiet in modern cars, 
sealing out the weather, cushioning sound and vibration. 

They are used in food packing plants, to filter syrups and con- 
centrates. You'll find them in vibration mounts for heavy equip- 
ment... in decorative wall coverings . . . in optical polishing laps 

. . anid in postage meters. 

These remarkable materials, bearing the A+ hallmark, are 
made only by American Felt Company. Their performance is 
mathematically predictable. Their characteristics are consistent. 
And because we have made the use of felt our special science, we 
can engineer solutions to complex problems. Send us your design 
problem; our engineers will follow through promptly. Write: 
Engineering Dept., American Felt Company, 808 Glenville Road, 
Glenville, Conn. 


Among our famous trademarks: VISTEX — gaskets and seals; AFCO 
—cartridge filters; ‘‘K’’ FELT—sound absorbing and thermal insulation 


YOU'LL 
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nation. As of June 1959, the aver- 
age hourly wage was $3.10. At the 
first of the year, the average 
hourly earnings in steel were 84¢ 
higher than the average hourly 
pay for all manufacturing in the 
United States. 

Last year the average annual 
payment per employe was $5,846 
plus $610 in fringe benefits. There 
have been 11 increases in the 
basic wage rate in steel since 
World War II. 

When a strike ends, it still 
takes time to get back into pro- 
duction. 

First, the coke ovens have to 
be put back into operation. At 
the same time, the blast furnaces 
have to be “babied” into opera- 
tion, one or two at a time. 

Thus, it takes between ten days 
and two weeks to get the nation’s 
steel complex back into full swing. 
It means that even after the strike 
is settled, there will be a period 
of time when no steel is produced. 


Compromise Foreseen 


A compromise on wages and 
some union concessions on 
feather-bedding practices are 
looked for in the final settlement. 
The crux of the economic issues 
in the steel industry is whether 
the per ton cost of steel can be 
held down to a range that will not 
bring about an increase in price. 

The general thinking here is 
that the per ton price can be held 
steady under two conditions: (1) 
if operations can be maintained 
at a high rate, and (2) if the steel- 
workers forgo “spread the work” 
practices and cooperate to boost 
productivity. 

The Administration hopes that 
a settlement can be made without 
too much rancor between labor 
and management. If labor gets too 
much, a price rise in steel is in- 
evitable. If management drives 
too hard a bargain, labor will go 
back on the job with little stomach 
to cooperate and boost produc- 
tivity. 


@ 1959 Aluminum Outlook: 
25% Better Than 1958 


The Business and Defense Serv- 
ices Administration of the De- 
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partment of Commerce now says 
that its earlier forecast on demand 
for aluminum from P.A.’s was too 
modest. 

The outlook this year for alu- 
minum is now estimated at be- 
tween 25% and 30% higher than 
in 1958. Shipments to consumers 
are likely to be between 10% and 
12% higher than in the previous 
peak in 1956. 

High levels of shipments during 
the first half of this year are par- 
tially explained by (1) increased 
inventory buying and (2) some 
forward buying to take advantage 
of the industry’s guarantee of 
price protection for the first half. 
However, these are held to be 
only minor factors. 

Real strength in the increased 
demand for aluminum, according 
to the government analysis, comes 
from the fact that with the ex- 
ception of aviation, the major 
industries using the metal are 
running at a high rate. 

Auto production is roughly a 
third higher than last year, and 
the 1959 cars use 10% more alu- 
minum than last year’s cars. The 
new “compact” cars will further 
increase the consumption of alu- 
minum. 

Building and construction this 
year has been running about 
13% higher than last year, with 
private residential construction 
29% higher. New homes are ex- 
pected to use 50% more alumin- 
um than was used in the new 
homes of 1958. In addition, the 
Commerce Department expects 
that 15,000 new homes will be 
built this year in which aluminum 
will be a major material. 

Other factors building up de- 
mand for aluminum are the in- 
creased market for household 
appliances, the greater use of alu- 
minum in containers and pack- 
aging, and increasing amounts be- 
ing used in the steel industry for 
deoxidizing and alloying with 
other metals. 

On the other hand, defense uses 
for aluminum are just about the 
same as last year, Between 9% 
and 10% of all aluminum ship- 
ments go to defense programs. 

(turn page) 
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e Bulletin No. 16 


Investment 
Casting News 


Because of the wide variation in out- 
put, quality and reliability in today’s 
big investment casting field, more and 
more purchasers are visiting their 
established . . . and potential . . . sup- 
pliers. Aside from inspection of manu- 
facturing facilities, they are observing 
quality control methods, technical fa- 
cilities, equipment, management atti- 
tudes . . . even housekeeping stand- 
ards. Hitchiner welcomes these visits. 
We think this is one of the best ways 
a buyer can reliably evaluate the rela- 
tive performance of a potential supplier. 
Everybody gains. The supplier gains a 
personal appreciation of the customer 
and his requirements; the customer 
gains a deeper appreciation of the pro- 
ducer’s particular problems. This can 
lead to more efficient ordering and 
better service. Come visit Hitchiner. 


Purchasers thinking about investment 
casting cost should rely on the manu- 
facturer’s cost-appraisal. Comparison 
with previously purchased investment- 
cast parts is of little aid in cost-apprais- 
ing a new order. A different final cost 
may be expected for each variation in 
part shape, detail, dimension and alloy 
content. The only certain way to ac- 
curate cost-appraisal is to send prints 
to a supplier for quotation. Send your 
prints to Hitchiner, and we will “cost” 
the order by analyzing the step-by-step 
work needed to produce the part or 
parts involved. 


The attitudes of purchasing agents in 
nine major industrial areas are re- 
flected in the results of a survey con- 
ducted by a major trade publication. 
Hitchiner Manufacturing emerged as a 
top-ranked leader. The publication’s 
questionnaire asked purchasing agents 
to name the manufacturer they would 
consider when recommending or buy- 
ing various component parts, materials 
or services. No company names or 
brands were suggested by the publica- 
tion and . . . Hitchiner drew an im- 
pressive preference of 11.0% in a field 
of over 106 investment casters. 


The investment casting process offers 
three distinct advantages over other 
methods employed in the casting field, 
namely: ability to produce intricate 
shapes; ability to reproduce close de- 
tail and tolerances, and ability to cast 
in a wide alloy range. These advantages 
have made investment castings a “little 
giant” in a growing field. 


HITCHINER 


MANUFACTURING COMPANY, INC. 


MILFORD 54, NEW HAMPSHIRE 
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for you to call your distributor of Nicholson or 
Black Diamond blades. Ask him for a first order 
of the blades you regularly use. 


You'll like them. Not that we promise miracles. 
We don’t. But we do promise that you'll get as fine 
a blade as money can buy. And not much money 
at that, considering the way we make them. The 
Nicholson or Black Diamond trademark never 
goes on our blades until our inspectors are positive 
they deserve it. And they’re hard to please. 


A good many industrial blade buyers and users 
have been using our blades for nearly a year now. 
Best gauge of the way they like them is the way 


r be 4 bette, 


they keep reordering them. Isn’t it time for you 


to call your Nicholson or Black Diamond blade 
distributor? Never be a better time. 


If you use Ground Flat Stock—or could—your 
Nicholson or Black Diamond blade distributor can 
save you $ in this department, too. Ask him for details. 


|. Industrial Distributors provide the finest goods and serv- 
“6” ices in the least possible time. Our products are sold 
exclusively through them. 


<2 NICHOLSON && 


Nicholson File Company, Providencé 1, Rhode Island 
FILES * ROTARY BURS * HACKSAW AND BAND SAW BLADES 
GROUND FLAT STOCK * INDUSTRIAL HAMMERS 
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Washington Report 





@ Capital Spending Rise 
Predicted for 4th 9 

Plant and equipment spending 
is beginning to show real gains. 

Government economists have 
been expecting industry to step 
up its plant and equipment buy- 
ing, since the recovery began a 
year and a half ago. 

The rate of spending for plant 
and equipment during the first 
quarter of this year was $30.5 bil- 
lion. The forecast for third quar- 
ter is $33.4 billion. For the final 
quarter, spending is likely to 
reach between $34 billion and $35 
billion. 

Last year when unemployment 
was a major problem, over 60 
bills were introduced in Congress 
to aid “depressed areas.” In gen- 
eral, the proposed legislation pro- 
vided for Federal aid in the form 
of loans for plant construction, 
technical assistance, and voca- 
tional training. 

One of these bills passed the 
Senate in early Spring. Now, with 
recovery underway, th.c depressed 
area legislation is in cunimittee in 
the House of Representatives, 
with little sentiment for its pres- 
ent passage. 


@ Hydro Power to Back 
Up Atomic Energy 


The Federal Power Commission 
estimates that only 24% of the 
total hydroelectric power re- 
sources has been developed in this 
country. But it believes that pres- 
ent construction and future 
planned expansion will increase 
this to close to half of its potential. 

As nuclear power plants be- 
come economical, the Power Com- 
mission suggests that hydro proj- 
ects will be useful to back up 
power produced by atomic plants. 
For the nuclear plants will be de- 
signed for operation at high capa- 
city factors. Atomic power is most 
economical when the power unit 
is operating at capacity. 

Hydro plants are relatively 
simple and of rugged construc- 
tion. They operate at low speeds 
and temperatures. For these rea- 
sons they are complementary in 
operation to nuclear power plants. 
—by A. N. Wecksler 
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thats what you want in a fuel... 


7 ee ae 


Sure, bituminous coal is power- 
packed—it’s prepared to suit any 
industrial utilization—its source is 
most convenient to industry. But, 
bituminous gives you the extra that 
no other fuel can--nearly inexhaus- 
tible reserves, always available ! 


Ns ..¥ 


R EVERY PURPOSE 
& OHIO RAMROAD 


a 
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Measurement / Control ideas for cutting costs: 
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The $40.00 regulator that could have saved 


$30,000.00 


A gas pressure regulator like the one shown There are many ways a Rockwell Field Engi- 
above was doing a precise job of regulating fuel neer can help you save time, money, and mate- 
gas in a glass plant—until a scaffold fell on it. rial wherever gases or liquids flow through pipe 
Without the regulator, the entire plant was out in your plant. He represents the largest and most 
of business. Down-time cost was about $30,000.00. experienced manufacturer of measurement and 

The Rockwell Field Engineer who personally control products—and this experience can pay 
rushed another regulator to this customer pointed off for you. New or different uses of valves or 
out that an extra stand-by regulator would cost regulators can prevent waste and inefficiency. 
only $40.00—low-cost insurance against a pos- Rockwell gas and liquid meters can measure 
sible $30,000.00 loss. The customer followed this almost anything that flows through a pipe, and 
recommendation, as well as others which the can often assure big savings in time and labor, 
Field Engineer made in the interest of more effi- while improving quality. 
cient handling of measurement and control func- It costs nothing to talk to a Rockwell Field 
tions in this plant. Engineer—simply send the coupon. 


a ee Oe ea Ue. Ue: hm: hm mc Um: hm: Um lh Umm Um hmm 


ROCKWELL 
The leading single source for Measurement / contro! products and ideas 








“IN-PLANT” METERING: 
LIQUIDS AND GASES 


“IN-PLANT” METERING 
can mean new cost cutting 
opportunities. Accurate liquid’ 
and gas meters are a positive, 
way of improving cost control, 
insuring better use of materials, 
sharpening inventory control, 
and preventing waste. Whatever 
the need, Rockwell has the right 
liquid or gas meter to do the job 
better and at lower cost. 


: | CONTROLLING PIPED MATERIAL: 
Sa 5 fe ate : 
nee ee ween ne LIQUIDS AND GASES 
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CONTROLLING PIPED 
MATERIAL more efficiently is 
a positive step towards cost cut- 
ting. Better valves can save 
wasted products and materials 
and often increase plant safety. 
Gas pressure regulators can cut 
costs by assuring safe, econom- 
ical use of any gas used in the 
plant. Rockwell has the world’s 


HOW MUCH a line of flow con- 
COULD YOU SAVE? 


There is hardly a plant of any kind—including 
yours—where the right application of the right 
measurement and control methods and equip- 
ment won’t produce savings many times the 
modest cost involved. It will cost you nothing MEASUREMENT & CONTROL DEVICES 
to have a Rockwell Field Engineer show you. 
Simply send the coupon below, now. another fine product by 





ROCKWELL 





SEND COUPON NOW! 








Rockwell Manufacturing Company, Pittsburgh 8, Pa, Dept. MC 3H 











Nome: ___ Title: 
{_] Please have a Rockwell Field Engineer call me for an appointment. 
Please send literature on [_] Controlling gas pressures; {_| Valving gases, liquids Company: hs 
and slurries; [_] Measuring liquids; [] Measuring gases. : ie 
| am concerned primarily with [_] Light & Heavy Metal Fabricating [_] Basic 
Chemical Production [| Chemical Processing [| Food, Drugs & Tobacco Address: 





["] General Manufacturing Operations [] Petroleum Processing 
(-) Others: City: Zone:___ State: 














YOu CAN'T 
BARGAIN 
WITH SAFETY 





For safety and performance 


WICKWIRE ROPES ... order CFsI-WICKWIRE 


FOR 


INDUSTRIAL USE “job-designed”’ wire ropes 


The Image of CFal—a giant steelman—stands for the rigid quality- 
controls and testing procedures that are carried out in the production 
of Wickwire Rope. This Image also reflects CFel’s ability to design a 
specific product to meet a particular need. 


These are the very reasons why CFe&I-Wickwire Rope’ are both safe 
—as only a quality wire rope can be—and suitable—because they are 
available in a complete range of wire grades, types, sizes and construc- 
tions, designed to meet each industry’s requirements. 


6 x 25 Filler Wire, FC 


Avoid the losses—due to injuries and wrecked equipment—that can 
occur when a “bargain” rope fails. Buy a quality wire rope that’s de- 
6 x 41 Filler Wire; FC signed for the job it must do—a CF«I-Wickwire Rope. 


WICKWIRE ROPE 


THE COLORADO FUEL AND IRON CORPORATION 
6 x 46 Filler Wire, IWRC STEEL. 


For detailed recommendations, In the West: THE COLORADO FUEL AND IRON CORPORATION— Albuquerque * Amarillo * Billings * Boise * Butte * Denver 
rit neare sale El Paso * Farmington (N. M.) * Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles * Oakland - Odessa (Tex.) 
offi e the oak Pg 722. Oklahoma City * Phoenix + Portland * Pueblo * Salt Lake City + San Francisco * San Leandro * Seattle * Spokane + Tulsa * Wichita 
ce and , In the Eost: WICKWIRE SPENCER STEEL DIVISION—Boston - Buffalo - Chattanooga * Chicago * Detroit + Emlenton (Po.) 

° New Orleans * New York * Philadelphia 
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Both meet the job specifications — but 


one of these gear sets costs you 23° less 


Every engineer knows the quiet-running efficiency and high strength 
NOW .. 567 stanvaro SIZES OF of the 20° Pressure Angle tooth form. For most installations, the 20° 
ova P. A. Gear that meets specifications saves an average of 20% in 

BOSTON “= ~ GEARS space, weight, and cost over the comparable 1412° P. A. Gear required. 


Now, the types and sizes of 20° P. A. Gears you need to make these 
big savings in your assemblies are available, anywhere in industrial 
U.S.A. and Canada, FROM STOCK at over 100 conveniently located 


SPUR Steel andlron 20 to4P. BOSTON GEAR Distributors. 
Fine Pitch Brass 64, 48, 32, and 24 P. 


Your local Distributor’s factory-trained gear specialist is at your 
; | 48 to 4 P, ‘ : : , : Tel 
on Fine Pitch Brass. 48, 32 and 24 P ‘ service. Get details. Start making the savings you’ve been missing. 
BEVEL Steel and Iron 20 to 3 P. Boston Gear Works, 74 Hayward St., Quincy, Mass. 


Fine Pitch Brass 48, 32, and 24 P. Aid: cempuinete Gentes ede 


CALL YOUR NEARBY 


For complete listings mk 760s ? r 


see the BOSTON GEAR : 
CATALOG No. 57 DISTRIBUTOR 
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STANSCREW 
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in fastener service 


American industry is learning Stanscrew means extra values. 


This symbol personifies a trained staff of fastener specialists. Their 
technical assistance can often help you reduce fastener and assembly costs. 


"2 It means extra quick deliveries from complete inventories maintained 

at three conveniently located plants . . . over 5,000 different types and sizes 

to assure a broad selection for the great majority of your requirements... 

and, above all else, fasteners of consistently high quality. 

Although it first appeared in 1958, the Stanscrew trademark represents a 

wealth of fastener experience. For it combines the technical skills and 

Yama facilities of three major manufacturing divisions of Standard 
, ew Company, each an honored name for more than 80 years. They are: 


THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


For fasteners, specify Stanscrew. For other needs of home and industry, 
Standard Screw divisions also produce: 


Moen single-handle faucets « Hartford textile spindles 
Roosa Master fuel injection pumps e Chicago tappets 


Each division also —— a complete design and manufacturing service 


for cold headed and screw machine products. 


STANDARD SCREW COMPANY 
2701 Washington Boulevard ¢ Bellwood, lilinois 
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FIBRE FACTS FOR ENGINEERS 


NUMBER 1 | 


os | 


The Unique Deionizing and Non-Arc Tracking 
Properties of Vulcanized Fibre and Their Applications 


by Earl A. Russell, Chief Engineer, Spaulding Fibre Company, Inc. 


@ When subjected to high temperatures 
such as those created by an electric arc, Spaulding 
Vulcanized Fibre produces an arc-quenching gas. 
Two important effects are noted: 


1. The Fibre neutralizes the charges present 
in the air that has been ionized by the arc, 
permitting instant reassociation or deionizing. 
Ionized air conducts electricity. Deionizing it 
re-establishes air’s normal insulating character- 
istics, thus extinguishing the arc and preventing 
the line current from flowing through to ground. 


2. The Fibre covers itself with a gaseous, non- 
flammable layer that suppresses combustion of 
the fibre. This effect resists the formation of a 
carbon track between electrodes when an electric 
arc passes over the surface. 


All grades of Spaulding Vulcanized Fibre have 
these properties. However, the greater density 
of Spaulding Supergrey (Bone Grade) provides 
them to a superior degree. 


Applications 


In addition to the applications noted in Figures 
1 and 2, Spaulding Vulcanized Fibre is especially 
suited for these uses: 


¢ Fibre properties which cause it to be non-arc- 
tracking and arc extinguishing, lead it also to 
resist igniting under short term, high tempera- 
ture arcs such as might be encountered in the 
burning of a fuse link or when used as an 
arc shield. 


e Fuse cases of solid wall fibre tubing for 
inside fuses and as an inner liner in Spauldite 
tube cases for pole line outdoor fuses exposed 
to weather. This takes advantage of the 
structural strength of Vulcanized Fibre tube 
in addition to the resistance to igniting 
characteristics. 


© Both oil switches and oil circuit breakers 
designed to interrupt high power currents 
take advantage of the arc extinguishing 
properties of Vulcanized Fibre by drawing 
the arc through narrow and circuitous 
channels in the fibre baffle stacks. 


FIGURE 1. The arc extinguishing properties of 
Spaulding Vulcanized Fibre are used in distri- 
bution switches and small circuit breakers 
where opened contacts draw the arc close to 
the fibre surface where it is extinguished. 


© Perhaps the most spectacular use made of 
the deionizing properties of Vulcanized Fibre 
is in the lightning surge arrester units of 
the expulsion type. These are now available 
in many types, all based upon the principle 
of conducting the discharge to 
ground through an external and internal 
gap. In the latter, the arc chamber provides 
small passageways in the Vulcanized Fibre 
designed to the arc in micro- 
seconds to prevent power current from fol- 
lowing through to ground, 


lightning 


extinguish 


FIGURE 2. In the widely used circuit breaker, 
a combination of metal grids held within ca 
framework of Spaulding Supergrey Fibre is 
economical and effective in snuffing the arc. 
Serving the same purpose as a fuse it has 
the advantage of quick re-use after cutting 
the circuit. 





SPAULDING VULCANIZED FIBRE SHEETS PHYSICAL PROPERTIES 





PROPERTY 


THICKNESS 


INCHES 


COMMERCIAL GRADE 
For Mechanical and 
Electrical Use 


BONE GRADE 
SPAULDING SUPER CREY 
Highest Density 


Maximum Hardness 








Tensile Strength 


Lengthwise 
P.S.1. Typical 


12,500 


Crosswise 
7,500 


Crosswise 
7,500 


Lengthwise 
Vg to Y2 incl. 12,000 








Flexural Strength 


Lengthwise 
P.S.1. Min. 


15,000 


Crosswise Crosswise 


13,000 


Lengthwise 
14,000 


Vg to V2 incl. 





Izod Impact — Ft/Ibs per 
in. of Notch, Min. 





1.0 1.4 


Density — G. per Cu. Cm. 
Min. 








Over 34, to % incl. 1.30 





Water Absorption 
Change in Wt. % Max. Vg 35 





Dielectric Strength 


Volts per Mil. Min. Over Yg to ¥% incl. 100 


100 

















Low heat conductivity oil, grease and solvent resistant, light weight, tough, resilient, high 
mechanical and electrical properties, easily machined and formed, wear resistant, economical. 








Write for a free copy of Spaulding’s new booklet, ‘‘Vulcanized Fibre Engineering Data’ 
SPAULDING FIBRE COMPANY, INC. 


323 Wheeler Street Tonawanda, New York 


For More Information Write No. 
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UST 
TO BARE METAL 


The specially-processed fish oil 
vehicle in the Rust-Oleum 769 
Damp-Proof Red Primer pene- 
trates rust to bare metal —as 
proved in radioactive tracing 
studies. 


ON RUSTED SURFACES simply apply 
Rust-Oleum 769 Damp-Proof Red Primer 
directly over the sound rusted surface after 
scraping and wirebrushing to remove rust 
scale and loose rust. You stop present rust, 
because the specially-processed fish oil ve- 
hicle in the primer penetrates through the 
rust to bare metal—driving out air and 
moisture that cause rust. You save time and 


RUST-OLEUM 


af: = 
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money — as costly surface preparations are 
usually eliminated. It’s easier to use, too. . . 
because the “grease-like” nature of the fish 
oil vehicle in the primer enables it to slide 
over the surface and work its way through 
the rust formations — yet, it dries to a firm, 
protective, decorative coating that provides 
a tough, durable base for Rust-Oleum finish 
colors. 


OVS 


SEE OUR 
CATALOG IN 


SWEET'S 


oem eters 





What the 





RustOleum 4% 


SYSTEM 
of lasting 
beauty 
does 


for you! 


S ; 
769 


A matter of excellence. 
Distinctive as your own fingerprint. 


: 


‘: 





BRUSH OR SPRAY the Rust-Oleum finish 
color of your choice over 769 Damp- 
Proof Red Primer — that’s the Rust-Oleum 
system of colorful, lasting beauty for rusted 
metal. Previously painted surfaces in good 
condition normally require only one 
Rust-Oleum coat. Rust-Oleum top coatings 
are available in practically ALL COLORS. 
Many of them are specially formulated to 


- 


resist heat, chemicals, and other corrosion- 
producing conditions, while others are for- 
mulated to match the original colors on 
construction, farm, and oil field machinery 
and equipment. Try Rust-Oleum soon. 
Prompt delivery, efficient service, and a 
wealth of rust-stopping experience are 
yours through your nearby Rust-Oleum 
Industrial Distributor. 


Available in all colors! 


———— SEND FOR FREE TEST SAMPLE! ATTACH TO YOUR LETTERHEAD!——-— 


Rust-Oleum Corporation 


2983 Oakton 


Street. Evanston, Illinois 


C_séFree test sample of Rust-Oleum 769 Damp-Proof Red Primer 
for rusted metal surfaces. 


Complete literature with applications and color charts. 
Information on matching special colors. 
Thirty-page report on Rust-Oleum fish oil penetration. 


Le 


r 

| 

| 

Please send me the following at no cost or obligation: 
| 

| 

| 

| 

| 

| 





THOMSON TAKES EXTRA 
PAINS TO PREVENT 
FASTENING HEADACHES! 

ec helieler- me ler-line meelalege)| 
procedures plus 100 
inspection give double 
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to specified rivet dimensions 
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against interrupted production 





YOU GET PRECISION FASTENING 
AT MASS PRODUCTION COSTS... 


» » » when Thomson becomes your fastening partner. 


In the Thomson line of more than 8,000 rivet designs, 
you'll find the semi-tubular, deep-drilled, bifurcated 
(split), shouldered or compression rivet that will give 
you the best strength-cost ratio in the fastening field. 
Produced to the industry’s highest quality standards 
at production rates exceeding 20,000,000 rivets a day, 
these low-cost fasteners merit serious consideration in 
your product-improvement and cost-reduction programs, 


Our leadership in solving fastening problems with qual- 
ity rivets and precision rivet-setting machines since 
1885 is at your service. What is your problem? 


Offices: NEW YORK « ILLINOIS * INDIANA ¢ OHiO « MICH. « PENN 


JUDSON L. 


THOMSON 


SAWYER ROAT 


MFG. CO., WALTHAM 54, MASS. 


Rivets and Rivet-Setting Machines 


¢ CALIF. « FLA. * TEXAS * MISSOURI « 


S. CAROLINA * ONTARIO, CAN. 
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THE ONLY DIRECT 
COAST-TO-COAST CARRIER! 


..,0one carrier responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS 





coast-to-coast! 


TERMINAL CITIES 
Albany, New York Louisville, Ky. 
Buffalo, New York Nashville, Tenn. 
Chicago, Illinois New York, New York 
Cleveland, Ohio (N. Bergen, N. J.) 
Colo. Springs, Colo. Owensboro, Kentucky 
Denver, Colorado Phoenix, Arizona 
Detroit, Michigan Pueblo, Colorado 
Evansville, Indiana St. Louis, Missouri 
Kansas City, Mo. Seattle, Washington 
Los Angeles, Cal. Syracuse, New York 
OFF-LINE SALES OFFICES: 
Boston *Portland, Ore. 
*Cincinnati Rochester, N.Y. 
*Dayton **Rock Island, lil. 
**DeKalb, Ill. San Francisco 
**Ft. Wayne South Bend, Ind. 
**indianapolis **Toledo 
*Milwaukee Washington, D.C. 
New York City *With Trailer Pool 
Philadelphia **Trailer Peol Only 









































DENVER CHICAGO TRUCKING CO., INC. 
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information For Your Catalog Files 





BALL BEARINGS 


Bulletin 110 provides information on deep-groove 
ball bearings. The 12-page catalog lists dimensions, 
loads, and other application data for deep-groove 
bearings. 

Hoover Ball and Bearing Company 


Write No. 1 on Inquiry Card—Page 32 


DUCT FANS 


Bulletin A-116 describes a new line of fiberglass- 
belt-drive duct fans. Includes information about 
fans in 20”, 24”, and 28” diameters. 

Hartzell Propeller Fan Company 
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EYELETS 


A 48-page three-color catalog on industrial eye- 
lets and eyeleting machines. Includes information 
on the several classifications of eyelets. Also has 
photographs, line drawings, dimensions, and specifi- 
cations of each machine model. 

United Shoe Machinery Corporation 
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FAN MOTORS 


A four-page catalog on fan motors in ratings of 1 
to 125 horsepower. Bulletin 2950 gives application 
data for determining motor horsepower ratings in an 
installation for various air velocities. 

Louis Allis Co. 
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FIRE ALARM SYSTEMS 


Catalog F249 describes manual and automatic fire 
alarm systems. Has illustrations, descriptions, and 
circuits of various systems. 

The Gamewell Company 
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FLAT SPRING STEEL 


A 28-page three-color bulletin containing physical 
data on cold-rolled high-carbon flat spring steel. 
Catalog 579 includes comparison tables, edge specifi- 
cations, and basic hardness definitions. 

National-Standard Company 
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FORK TRUCKS 


A four-page bulletin describing 2000-Ib. capacity 
electric-powered fork trucks. Has photographs, pic- 
tures of major components, and detailed engineering 
drawings. Operating information and design specifi- 
cations are included. 

Elwell-Parker Electric Company 
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FRACTIONAL HORSEPOWER MOTORS 


An eight-page capsule catalog of fractional horse- 
power motors. Motor parts sets, blowers, and gear 
reduction units are also listed. Specifications are 
given for all motors shown. 

. Howard Industries, Inc. 
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HYDRAULIC SYSTEMS 


Bulletin B-4 is a 44-page treatise on hydraulic 
fundamentals and hydraulic oils. The most impor- 
tant types of valves, pumps, motors, torque con- 
verters and accessories are illustrated. 


Sun Oil Co. 
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MACHINE CUTTING TORCHES 


Form ADC 880 lists a line of machine cutting 
torches, tips, and accessories. The 12-page catalog 
describes and illustrates torches for use with oxygen, 
acetylene, propane, and gas. 

Air Reduction Sales Company 
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O-RINGS 


A booklet outlining the physical and mechanical 
considerations of O-Ring selection. Contains refer- 
ence tables plus information on maintenance of 
O-Ring seals. 

Auburn Manufacturing Company 
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_ PHOTOELECTRIC CONTROLS 


Bulletin GEA-6822 describes photoelectric controls 
for counting, sorting, signaling, protecting, diverting, 
detecting, and limiting. The 16-page catalog includes 
descriptions, specifications, and pricing data on many 
types. Includes illustrations. 

General Electric Company 


Write No. 12 on Inquiry Card—Page 32 
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Robertson 


Oeceent on Excellence 


Youngstown cold-rolled steel sheets 


One of a battery of Robertson-designed corrugat- 
ing machines at work fabricating Youngstown 
Cold-Rolled Sheets in the production of Galbestos. 


This new industrial building is getting a long-lasting, weather- 
resistant Galbestos roof—one that will offer optimum resistance 
to both fire and corrosion. It will withstand a concentrated load 
and an impact load as well as a uniform load. 


Pittsburgh’s H. H. Robertson Company fabricates their 
Galbestos sheeting from Youngstown Cold-Rolled Sheets. That’s 
because they require a basic raw material that combines minimum 
weight with great strength—and Youngstown more than meets 
the specification. 


Wherever steel becomes a part of things you make, the 
high standards of Youngstown quality, the personal touch in 
Youngstown service will help you create products with an 
“accent on excellence’’. 


Youngstown 


Youngstown, Onio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Carbon, Alloy and Yoloy Steel 





Winsmith speed reducers 
help simplex piston fillers 


pack semi-solids in a hurry! 


@ Simplex Table Model "A” Piston Filler, driven by 
Winsmith "CV” Single Reduction Worm Gear Reducer of 
60:1 ratio. Drive motor is 4 h.p. 1750 rpm, single phase. 


SIMPLEX PISTON FILLERS are “force-feeding” semi-solids into contain- 
ers at profitable speeds in hundreds of food packing and process 
plants. Manufactured by F. L. Burt Co., San Francisco, they are 
cycled to necessary precision by Winsmith Speed Reducers. 


WHY WINSMITH? Says President F. L. Burt: “Winsmith was the first 
company with a wide range of sizes to fit our needs from stock.” 
This includes outputs from 1/100 h.p. to 85 h.p. in ratios from 
1.1:1 through 50,000:1 in full choice of shaft and mounting 
arrangements — such a complete selection that you’re practically 
getting “custom” units from standardized stocks! Other big 
advantages of designing Winsmith Speed Reducers into your 
product are high output efficiency — maximum torque for the 

size of the package — dependability established 

over half a century. 


write topay for Catalogs 

155 and SM 57. See 

the “extras” that are 

standard in the 
Winsmith line! 


WINSMITH, INC. 


18 Sixth Street, Springville, (Erie County), N. Y. 
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Catalog Files 





SPEED REDUCERS 


A four-page brochure detailing in- 
formation on self-cooling fin and fan 
equipped speed reducers. Contains 
information on three basic styles, 
with capacities from fractional 
through 18 HP. 

Ohio Gear Company 


Write No. 13 on Inquiry Card—Page 32 


THERMOSTATS 


Bulletin 8400 covers 19 major 
types of bimetal thermostats. The 
four-page form contains condensed 
technical data, operating ranges, and 
ratings. Includes a chart for quick 
conversion of centigrade and Fah- 
renheit temperature scales. 

Stevens Manufacturing Company, Inc. 


Write No. 14 on Inquiry Card—Page 32 


VALVES 


A 12-page bulletin of valves, fil- 
ters, and accessories. Catalog No. 
300 presents a number of dimensions 
and pressure drop charts. 

Waterman Engineering Co. 


Write No. 15 on Inquiry Card—Page 32 


VARIABLE-SPEED DRIVES 


Bulletin No. 195 describes vari- 
able-speed drives. Contains photo- 
graphs, suggested applications, and 
cutaways. Also has information on 
horsepower, duty, enclosures, and 
electrical characteristics. 

Sterling Electric Motors, Inc, 


Wirte No. 16 on Inquiry Card—Page 32 


WORM GEAR JACKS 


An eight-page brochure on worm 
gear jacks. Bulletin AD-66a fea- 
tures a sectioned illustration of the 
jack and its components. Also listed 
are specifications, applications, and 
drawings. 

Duff-Norton Co. 
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DRIVER-HARRIS 


manufactures 


the World’s 
Largest Variety of 
Electron Tube Alloys for 


This fact is of the utmost importance to every engineer en- CATHODE SLEEVES 


gaged in the design and manufacture of tubes with greater 

reliability regardless of size. GRIDS 
Whenever tube engineers needed alloys of particular char- 

acteristics for cathodes, plates, grids, seals, etc., D-H has 


developed the proper metal compositions to meet their PLATES 
specifications. : 
Through vacuum melting and other types of close analysis 
control techniques, D-H research continues at an accelerated GLASS SEALING ALLOYS 
rate to improve the reliability of melt-approval techniques. 


This is the reason for the great diversification of D-H CERAMIC SEALING ALLOYS 


electronic alloys ... the reason why so many engineers turn 


to Driver-Harris for the production of the exact special- SIDE RODS 
purpose alloys they need. 


Prominent -alloys of this group are: Nichrome*, Karbo- 


met*, Gridnic*, Therlo*, 499, 599, 152 Alloy, 142 Alloy, SOCKET PRONGS 


146 Alloy and INCO Alloys 220, 225, 330. 


Now several of these are supplied exclusively vacuum MICA STRAPS 


melted; others can be on specification. In all there are now 


over 132 D-H alloys available for electronic and electrical SUPPORT WIRES 
applications. If your alloy need cannot be satisfied by any 
of these, send us your specification and depend on it... 


Driver-Harris will produce it. WELDS 


*T.M. Reg. U.S. Pat. Off. 


HARRISON, NEW JERSEY =. BRANCHES: Chicago, Detroit, Cleveland, Louisville 
Distributor: ANGUS-CAMPBELL, INC., Los Angeles, San Francisco « in Canada: The B. GREENING WIRE COMPANY, Ltd., Hamilton, Ontario 


MAKERS OF TH 
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For Round-the-Clock 
~. Security 
Against... 


VANDALISM 


Call the 


ANCHOR MAN 


—expert in 
industrial protection 


How well are you protected from the 
financial drain of vandalism—from 
petty pilferage—from costly lawsuits 
due to injuries? If you have any doubts, 
call in your Anchor Man. 

In a few minutes he can show you 
the many ways Anchor Fence is engi- 
neered for protection—for instance, 
how Anchor’s exclusive square terminal 
posts give you added security by re- 
moving potential toe and hand holds. 
His visit could save you thousands this 
year alone. 

Call your local Anchor Fence office 
today. You may be more than glad you 
did. For informative literature, write: 
ANCHOR FENCE, 6615 Eastern Ave., 
Baltimore 24, Md. 


AAs 
yy 
xX KKAL 


LYKAKAA, 
ai DCA ow, 


Division of ANCHOR POST PRODUCTS, INC.® 





Plants in: Baltimore, Md.; Houston, Texas; and Whittier, 
Cal. Sold direct from factory branches and warehouses 
in principal cities 
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Letters To 


The Editor 





TODAY’S STANDARDS 


Dear Sir: 

As chairman of the N.A.P.A. 
Value Analysis-Standardization 
Committee, I want to express ap- 
preciation for the splendid cover- 
age and write-up of the programs 
presented at the annual conven- 
tion in New York. 

Your complimentary statements 
of our film strip and workshop 
program “The Battle of the Cen- 
tury” gave us a lot of encourage- 
ment to keep stressing these two 
valuable purchasing techniques— 
value analysis and standardiza- 
tion. 

Harlan E. Cross 

Chairman, N.A.P.A. 

Value Analysis-Standardization 

Committee 


MEASUREMENTS 


Dear Sir: 

I read with considerable in- 
terest Peter Baily’s article, “A 
Yardstick For Measuring Safety 
Stocks” in the April 27 issue of 
PurcHASING Magazine. Mr. Baily 
modestly refers to the nomograph 
reproduced in the article as a 
“blunt instrument” for determin- 
ing safety stocks “compared to 
the refinements of | statistical 
methods.” 

I assume that one of the 
“sharper instruments” might be 
the formula presented by Spencer 
B. Smith in his article, “When 
Does It Pay to Run Out of 
Stock?” printed in your Novem- 
ber 24, 1958 issue. 

Putting the numbers cited by 
Mr. Baily’s example (3%” hex 
ard through Mr. - Smith’s for- 


= lead time and solving for 
K, I come up with a K factor of 
.328 which according to Poisson 
distribution tables represents a 
protection of about 70%. 

A 70% protection would lead 
one to expect approximately 30 


stockouts per 100 order cycles. 
Mr. Baily’s conclusion is that 
“between one and two deliveries 
out of a hundred may require 
emergency action to obtain re- 
ceipt on time.” 

This is not quite the same as 
saying one could expect between 
one and two stock-outs per 100 
orders. But it comes close to it 
and I presume this is what Mr. 
Baily had in mind. 

Would it be possible to put Mr. 
Baily and Mr. Smith in touch 
with each other? I would like 
to know the answer and particu- 
larly whether I have misinter- 
preted either article. 

F. C, Walters, Consultant 
N.A.P.A. Committee for Data 
Processing 


e As Mr. Walters suggested, we 
have asked Mr. Baily and Mr. 
Smith to comment. Their answers 
will be reported in a later issue. 


SLIP OF THE TONGUE 


Dear Sir: 

This is in reference to “Travel- 
ing Requisition: The First Step 
Toward Scientific Purchasing” 
which appeared on page 80 in the 
May 25 issue of PurcHASING Mag- 
azine, 

In the subtitle you mention 
Amerock Corporation as a “small 
manufacturer.” Our company em- 
ploys 1600 people with a plant 
covering 10 acres. I would like 
to know how you measure a small 
manufacturer and how you meas- 
ure a large manufacturer. 

W. H. Schnorenberg 
Director of Purchases 
Amerock Corporation 
Rockford, Illinois 


@ We are sorry for our awkward 

wording in the subtitle but we do 

realize, of course, that Amerock 

is numbered among the large in- 
dustrial manufacturers. 

For More Information Write No. 182 
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BUY 


~ VACU-BREAK 


There’s a big difference in safety switches—a difference 
between maximum safety and halfway safety—low 
maintenance and excessive maintenance. These differ- 
ences are readily apparent when you look at the design 
and operation of the BullDog Vacu-Break Clampmatic* 
Safety Switch. 


THE VACU-BREAK: Contacts are housed inside compact 
arc chambers which have very little air space. When 
contacts are “broken” under load, arcs can’t build up 
because of the lack of oxygen. Pitting and burning of 
the contacts are reduced to the absolute minimum. 
Maintenance is virtually eliminated. 


POSITIVE SWITCHING: For positive safety, the Vacu- 
Break switching mechanism does not rely on tricky 
toggles or springs to trigger the disconnect operation. 
The operating handle is directly connected to the con- 
tact heads by means of a sturdy metal rod. Push the 
handle “OFF” and the switch is off! 


Vacu-Break heads are connected directly to the switch handle. No toggles 
or triggers . . . no tricky springs. No danger of switching failure, either. 
One of several exclusive BullDog Vacu-Break features that set the 
performance standards for the industry. 


“it 


eee —————® CLAMPMATIC SPRING 


a a 
a MOVABLE CONTACT SLUG 


TR CENTER INSULATING BARRIER 
mm 
STATIONARY LOAD SIDE JAW 


STATIONARY LINE SIDE JAW 


Close-up of Vacu-Break head shows movable contact slug inside the 
compact, oxygen-limiting arc chamber. Clampmatic spring assembly 
assures bolt-tight contact, speeds “break”. This combination guarantees 
positive, safe operation, long switch life. 





WITHSTAND 100,000 AMP FAULT CURRENT: Vacu-Break 
Clampmatic switches equipped with current-limiting 
type Amp-Traps** were subjected to 100,000 amp 
short circuit current. The switches were undamaged. 


Play it safe! Compare, recommend, buy . . . BullDog 
Vacu-Break Clampmatic Safety Switches. They cost 
no more than other switches . . . yet give you the 
maximum in safety and performance. 


*Vacu-Break and Clampmatic are registered trademarks of the 1-T-E Circuit 
Breaker Company. 


**Amp-Trap is a registered trademark of the Chase-Shawmut Company 


G BULLDOG ELECTRIC PRODUCTS DIVISION 
he: I-T-E CIRCUIT BREAKER COMPANY 
< BOX 177 © DETROIT 32, MICHIGAN 

® 


In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 





@ When it comes to the really demanding jobs for 
industrial plastics—where deviation from the highest 
uniform quality may mean trouble—it pays to specify 
POLYPENCO. Solve your problems of in-plant produc- 

Stock Shapes—for rapid, low-cost P ‘a ome ° : 
Satshention tion and end-product reliability today with the consistent 
POLYPENCO Nylon and high quality of POLYPENCO plastics, processed for uni- 
NYLATRON® GS formity in physical, chemical and electrical properties. 


POLYPENCO Teflon} TFE 


POLYPENCO Q-200.5 | " 
teenanthihad ebetaneh And you can get POLYPENCO Nylon, Teflon and other NYLATRON® GS 


POLYPENCO K-51 Penton* engineering materials in the widest range of stock shapes Nylon Molding Powders 
POLYPENCO LEXAN** and sizes available . . . to produce your finished part. 


Nationwide warehousing gives you immediate delivery, 
and the most up-to-date technical data and engineering 
help are always available to help you get the most prac- 
tical, economical results. Write for the name of your 
nearest supplier. 


The Polymer Corporation of Penna. 


NYLAFLOW ® Pressure Tubing and Hose National Polymer Products, Inc. CORVEL® 


Polymer Processes, Inc. Fusion Bond Finishes 
4 ny © Halex Corporation 


THE POLYMER CORPORATION 


Reading, Pennsylvania 


subsidiaries of 


Export: Polypenco, Inc., Reading, Pa., U. S.A. porta 


Molded Parts—FLUOROSINT* TFE *Trademark of The Polymer Corporation 1°) & f PENCO 
fluorocarbon resin tDuPont trademark for fluorocarbon resins x : 


NYLASINT® cold pressed *Hercules Powder Co. trademark for chlorinated polyether resins ~~, 
; +#G / seeice . , . - P me —_— 
and sintered parts General Electric Co. trademark for polycarbonate résins EE 


“a 
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Built better by BULLDOG”... using 
THE COST-CUTTIN 
STRIPPIT SYSTEM 


Power switchboard 








by BULLDOG ELECTRIC. Fuily 


interchangeable parts. 


PRESS SETUPS OFF THE SHELF !@ 


BULLDOG ELECTRIC stores Strippit 
drilled templates on conveniently 
located shelves, Strippit Hole Punching 
Units and Tooling on this mobile rack. 
Pilot pins on units slip-fit into template 
pilot holes for exact positioning, quick 
mounting outside press by bench man. 
All units reusable over and over in un- 
limited patterns. 


4@NO LOSS OF PRESS TIME! 


Strippit setups cut between-run time 
to a minimum—just remove last set- 
up from press bed, insert new one 
and start run. Both short and long 
runs are profitable with Strippit setups. 
Here, parts for BULLDOG switchboards 
are being perforated accurately and 
rapidly. In other operations, Strippit 
Notching Units provide equal flexibility. 


H. J. LOCKWOOD, Plant Superintendent, BULLDOG ELECTRIC PRODUCTS of Los Angeles writes: 


WRITE TODAY for details on 
the savings you could be 
enjoying with Strippit setups 
on your presses ! 


Avuoust 3, 1959 


“#\» building BULLDOG Switchboards to perfect uniformity for full interchangeability 
of parts, | have centered our production methods around Strippit 
tooling. All the perforating and notching operations are performed without 
fixed dies. Work flows smoothly through the machines without tieups. 
In no other way could we produce this quality product so efficiently. y 
HOUDAILLE 


WALES STRI PPI Tinc. pe 


229 Buell Road, Akron, New York 
Manufactured in Canada by: Strippit Tool & Machine Company, Brampton, Oni. 
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REMOTE CONTROL cable for jet aircraft is made of layers of 
high-tensile National-Standard wire wound around a stranded core. 
Heavy outer wire provides helix or worm-gear surface for meshing 
with hobbed wheels. 





Special National-Standard wire 


helps fly new jet-liners 


When the age of commercial jet 
transportation in the U.S. began last 
January, giant jet-liners inaugurated 
flights across the country at speeds 
over 600 mph. To control these new 
aircraft swiftly and easily requires 
control cables of the utmost reliabil- 
ity, efficiency and endurance. 


NEW COMMERCIAL JET- 
LINERS, as well as many military 
aircraft, are flying now with a unique 
remote control cable system made of 
special high-tensile wire wound around 
a stranded core with a heavy outer 
wire of stainless steel wound to a pitch 
of 10 per inch. This outer wire acts as 
a helix to engage hobbed wheels with- 
in the various system control boxes. 


NATIONAL-STANDARD ENGI- 
NEERS worked closely with a con- 
trol-cable system manufacturer to de- 
velop wire of just the proper alloy 
and rugged physical properties re- 
quired to withstand extreme tempera- 


ture and flight stress variations. 
National-Standard submitted wire 
samples to microstructural studies 
and physical tests to assist the cus- 
tomer in determining the conditions 
that would allow bending cable around 
pulleys without giving a permanent 
set to the cable. In addition, alloy 
steels with various coatings were tested 
to improve wear and galling resist- 
ance for various applications. The re- 
sult was the development of a special 
stainless-steel wire that exceeded rigid 
specifications. 


EXPERIENCED ENGINEERING 
HELP, of this kind, for jobs requiring 
high-quality wire to meet special or 
unique applications, is available to 
you from National-Standard. For any 
of the many thousands of applica- 
tions where only special wire will solve 
the problem, let National-Standard 
engineers go to work for you. Write 
for additional information to National- 
Standard Company, Niles, Michigan. 


Manufacturer of specialty wire and metal products 


NATIONAL (=) STANDARD 


DIVISIONS: NATIONAL STANDARD, Niles, Mich.; tire wire, stainless, music spring and plated wires « WORCESTER WIRE 
WORKS, Worcester, Mass.; high and low carbon specialty wires e WAGNER LITHO. MACHINERY, Secaucus, N. J.; metal decorat 
ing equipment « ATHENIA STEEL, Clifton, N. J.; flat, high-carbon spring steels ¢ REYNOLDS WIRE, Dixon, IIl.; industrial 
wire cloth « CROSS PERFORATED METALS, Carbondale, Pa.; decorative, commercial, and industrial perforated metals 














penenesesse 


r 


NATIONAL- 
STANDARD 
engineers made in- 
tense microstruc- 
tural and tensile 
Studies of sample 
wire to find exact 
physical properties 


FLEXIBLE CABLE engages accurately with specially hobbed wheels housed in control boxes. This 
combination requires special cable wire that will not take permanent set and will provide smooth, 
hard bearing surface for cable inside conduit. 


of the alloy to meet 
strict aircraft con- 
trol specifications. 
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RIGHT NOW? 


EX-CELL-O CAN MEET YOUR DELIVERY DATE! 


Service —like quality and accuracy—is another reason why 
precision-machined production parts have been a major Ex- 
Cell-O product line for nearly 40 years. 

Ex-Cell-O's facilities for production of aircraft and miscellaneous 
precision parts and assemblies include: complete product design 
and development service; a full range of metalworking skilis 


and equipment; in-plant laboratory control to insure quality from 
raw stock to finished product; modern heat treating methods; 
up-to-date testing and inspection devices and techniques; and 
the production experience required to deliver any quantity of 
precision parts you need—when you need them! 

Contact your local Ex-Cell-O Representative, or send your print or 
specifications directly to Ex-Cell-O for a prompt quotation. 





EX-CELL-O FOR PRECISION 


CORPORATION 
DETROIT 32, MICHIGAN 
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EX-CELL-O FOR PRECISION 


EX-CELL-O CAN SHIP THEM TO YOU TODAY! 


Ex-Cell-O stocks more than 10,000 different standard size Drill 
Jig Bushings at key points throughout the country for same- 
day shipment to your plant regardless of location. Thousands 
of semifinished bushing blanks on hand speed orders for special 
sizes. Ex-Cell-O Drill Jig Bushings last longer because they're 
made better. Hole hardness is maintained at 62-64 Rockwell 
"C”’ with chrome-alloy bearing steel, heat treated with the most 
modern methods. 

Order from the Ex-Cell-O Drill Jig Bushing inventory nearest 
you: Contact Ex-Cell-O Corporation in Detroit, New York, 
Downey, Calif., Cincinnati, Ohio and London, Canada. Write 
for Ex-Cell-O’¢ Drill Jig Bushing Catalog today. 


EX:CHLL 0 


CORPORATION 
DETROIT 32, MICHIGAN 


WMachinery Division 


MANUFACTURERS OF PRECISION MACHINE TOOLS © GRINDING 
AND BORING SPINDLES @ CUTTING TOOLS © TORQUE ACTUATORS « 
RAILROAD PINS AND BUSHINGS e DRILL JIG BUSHINGS © AIRCRAFT 
AND MISCELLANEOUS PRODUCTION PARTS e DAIRY EQUIPMENT 


For More Information Write No. 186 on Inquiry Card—Page 32 











Cut... Shaved...Ground...made from Punched or Turned 


Blanks...Ultra-Precision SPUR GEARING for all needs 


Whether you make appliances—sewing machines—ofhice machines— 

FRACTIONAL Wo, instruments—or any other product which incorporates Spur Gearing, 

x oe put your requirements in the capable hands of G.S. engineers and 
expert craftsmen. 


“Precision” is the hallmark of all G.S. production—and rigid quality 
control systems keep that precision at its highest point all the way 
through quantity runs into the thousands. With the finest and most 
modern equipment in every department, with four-decade veterans in 
engineering, supervision and on the machines, we needn't (and don’t) 
make any compromises with top quality in whatever we produce for you. 


ae; We're proud of the “blue ribbon’ roster of customers—some of the 
largest, some of the smaller specialists—who have been relying on 
WS [= AY ad G.S. for years, whether their needs involve Spurs or some other form 
- ve A\ of Small or Intermediate Precision Gearing. Bring your Gear problems 

“ to G.S.—it’s a great team to have behind your production! 


Specialties, Inc. , 


2635 WEST MEDILL AVENUE SEND FOR GS. illustrated folder! See where and how we mass-manufacture 
on tier \clome VAI GL Lele; Small Gearing to uniformly fine tolerances. Folder contains 23 pictures of 
Small Gears, plant view, as well as Diametral and Circular Pitch Tables. 
Ask for your copy on company stationery, please! 
SPURS © SPIRALS © HELICALS © BEVELS © INTERNALS 
WORM GEARING * RACKS * THREAD GRINDING 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 


OF FRACTIONAL HORSEPOWER GEARING F5 Yous of of . bi td Ut oh, bnall Ge cating / 
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Purchasing People in The News 





E. F. Andrews has been named 
director of purchases at Alle- 
gheny Ludlum Steel Corporation, 
Pittsburgh, Pa. Mr. Andrews was 


E. F. Andrews 


one of seven named to new posts 
in a reorganization of the com- 
pany’s purchasing division. L. H. 
Bittner will remain vice president 
—purchases. 


N. W. Haysorr 


Two new purchasing depart- 
ments were created. They will be 
headed by N. W. Hayson, who 
was named manager, mainte- 
nance, repair and operating sup- 


August 3, 1959 


plies department; and A. B. Wads- 
worth, Jr., who was named man- 
ager, raw materials, equipment 
and construction department. Mr. 
Wadsworth is the past president 
of Purchasing Agents Association 
of Pittsburgh. R. G. Hemphill and 
W. R. Solomon were named senior 
buyers. J. M. McCague and P. K. 
Simboli were appointed buyers. 


A. B. Wadsworth, Jr. 

Mr. Andrews, formerly assist- 
ant to the vice president in charge 
of purchases, joined Allegheny 
Ludlum last fall. Before that he 
has been director of operations, 
biological laboratories, for Pit- 
man-Moore Co., Indianapolis, Ind. 
Prior to that appointment, he was 
for ten years director of purchases 
of Pitman-Moore. 

Mr. Andrews is a graduate of 
Butler University, Indianapolis. 
He has done graduate work in in- 
dustrial administration (Program 
for Executives) at Carnegie Insti- 
tute of Technology, and has been 
an instructor in purchasing at the 
School of Business Administra- 
tion, Butler University. He is a 
past president of the National As- 
sociation of Purchasing Agents. 


Spaulding Fibre Company, Inc., 
Tonawanda, N. Y., has announced 
the appointment of William 


Hutchins as purchasing agent. 
He replaces Walter L. Grieser 
who resigned. Before his promo- 
tion, Mr. Hutchins had been pur- 
chasing agent of the New England 
division of the company. He holds 
a degree in Business Administra- 
tion from the University of New 
Hamp. Mr. Hutchins is a member 
of the Industrial Management 
Council and the New England 
Purchasing Agents Association. 


Angus MacDonald has been 
named vice president in charge of 
purchasing, The Quaker Oats 
Company, Chicago, Ill. Mr. Mac- 
Donald had been director of pur- 


Angus MacDonald 


chasing since January, 1959. Prev- 
iously he was manager of the 
company’s Akron plant. He joined 
the company in 1932 as a mill- 
wright helper at Peterborough, 
Ontario. After assignments at the 
company’s Chicago headquarters, 
he was named superintendent of 
the St. Joseph, Mo. plant in 1946. 
He became assistant manager 
there two years later. He went to 
Akron as assistant manager in 


1953. 





SEE PAGE 106 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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time-saving hs i Al & ie aoe 


ey DEPENDABILITY 


for metering, measuring, 
controlling any piped material! 


Catawissa 

Cup-Orifice 

° ‘Plate CONVERTS 

any standard 

e Catawissa Union into a 
: GASKETLESS 


ORIFICE UNION 
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Ye’ to 2 
pipe sizes 


ELIMINATES the necessity of 


expensive gaskets...the uncer- 
tainty of what type gaskets are 
needed for. specific temperature 
and pressure requirements... 


fumbling with extra parts!!! 


Orifice Union problems of the past are gone 
forever! Stainless or carbon steel cup-orifice 
plate fits easily, quickly, securely to form a 
good, tight, leakproof seal. Temperature and 
pressure requirements are restricted only by 
the rating of the union itself (3000-lb. serve 
ice, 9000-Ib. test)! 


Just specify 
“Catawissa Cup-Orifice Plates” 
or “Catawissa Cup-Orifice Unions” 
at your favorite supply store—or write for 


catalog and complete information. 


CATAWISSA VALVE & FITTINGS CO. 


CULV AESY Mea DU PRAS LIL! 


For More Information Write No. 188 
on Inquiry Card—Page 32 
52 





FOB-‘tilosoty of buying” 





P.a:s GET in the news other 
ways, too. Mrs. Margaret Priebe, 
lovely mother of four just crowned 
Mrs. America, is the wife of P.A. 
Clarke Priebe of Des Moines. 
P.A. Priebe said he was proud 
and happy to see his wife win the 
title, although she’ll spend much 
of the next twelve months travel- 
ing. 

Sylvia F. Porter, noted woman 
columnist gave P.A.’s a different 
kind of publicity. She picked out 
a purchasing agent as the villian 
in an example of extra-marital 
dallying in modern business of- 
fices. It’s bad enough to single 
out one of our group from among 
illegally romantic salesmen, ac- 
countants, office boys, vice-presi- 
dents and whatnot, but that’s not 
what has us boiling. In describ- 
ing how management handled the 
situation Sylvia went on to say 

. but these approaches apply 
only to the lower levels.” 

Where have you been Sylvia? 
Don’t you know that today’s pur- 
chasing agent—philanderer or not 
—is part of top management? 


Pavota GOES to Supermar- 
ket. Record Buyers in Deejay 
Class.” 

Man, it’s takin’ this Vintage-34 
cat a long time to dig this jive, 
but it’s finally gettin’ through. 
The quote above isn’t a transcript 
of a couple of hipsters’ conversa- 
tion. It’s a story headline from 
Variety, the bible of show busi- 
ness. The story reports that buy- 
ers for supermarkets are being 
paid off by record manufacturers 
who want to place their LPs in 
that lucrative market. Record- 
makers, it says, used most of their 
bribe budgets on disk jockeys to 
drum a popular tune into the 
popular mind. Now apparently, 
says Variety, they get bigger re- 
turns by giving gratuities to buy- 
ers who are “easy to sway” since 
most of their buying experience 
has been in groceries, drugs, and 
sundry other supermarket items. 


“In most cases” says reporter 
Mike Gross, “the record buyer 
is easy game for the distributor 
since the average salary for the 
job runs to about $6,000 annually. 
Distributor gratuities run from 
lunches to taking care of house- 
hold needs, ‘such as washing ma- 
chines, TV sets, etc. 

“The deejay payola is begin- 
ning to look like small potatoes 
with the supermarket buyer 
move-in since the deejay can get 
the record only on his turnatable, 
but the buyer can be responsible 
for hundreds of thousands of dol- 
lars worth of -business.” 

It’s hard to pass judgment on a 
story like this because it’s so far 
removed from our field. One thing 
is clear, though. Supermarkets 
may do serious harm to one part 
of their business if they push 
some of today’s records very 
hard: Anyone hearing Fabian 
mouth “Ah’m A Tiguh” would be 
too sick to eat for a week. 


Irs A TIE! We've decided to 
award duplicate prizes in the 
great “What Should We Do With 
the Lighter” contest (F.0.B. Apr. 
27 and July 6). Mr. R. O. Martin, 
procurement manager, Vitro Lab- 
oratories, Eglin Air Force Base, 
Florida, and Mr. C. E. Thompson, 
Berks Engineering Co., Reading, 
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“Mr. Grover, after great delibera- 
tion, we have decided to let you 
supply us exclusively.” 
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Pa., so skillfully presented two 
points of view that it was hard to 
choose between them. 

Here’s what Mr. Martin said: 

“You have no problem—keep 
the lighter! 

“It accompanied a news re- 
lease which I would consider 
propaganda material. The sender 
couldn’t possibly have the objec- 
tive of compromising your prin- 
ciples. It would appear it was 
more for purposes of enlighten- 
ment. (Ed. note: Mr. Martin, you 
ought to see the flame on that 
lighter. It brightens up the whole 
office.) 

“My opinion is that this item 
definitely falls into the category 
of advertising materials.” 

Mr. Thompson takes another 
tack: 

“No siree! Since you are one of 
those guys advocating the non- 
acceptance of Christmas gifts, 
then it is beholden of you to re- 
turn the lighter. 

“If acceptance of a Christmas 
gift is detrimental to the conduct 
of a P.A., then the same can be 
said for management or any other 
employees, 

“The same theory should hold 
true throughout the entire year, 
regardless of the occasion or time. 
Naturally, this would cover any- 
thing—golf games, dinners, thea- 
tres, baseball, football, boxing, 
even open house. 

“My suggestion is either keep 
the lighter, and shut up about the 
other gifts.” 

There you are. Both winners 
will receive a paperback copy of 
Machiavelli’s “The Prince” as 
awards. A consolation prize will 
go to Mr. F. L. Jones, director 
of purchases, Nopco Chemical Co., 
who suggested we solve the 
dilemma by sending the lighter to 
him. 

What are we going to do with 
the lighter? Why, precisely what 
both winners suggested—keep it. 
But we're still puzzled by the in- 
complete alternative offered by 
Mr. Thompson. Did he mean what 
he said, or did he mean to finish 
that last sentence with “. . . or 
return the lighter and keep up 
your noble campaign against gifts 
for P.A.’s?” 

Anybody want to start another 
contest? 
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AVIATION 
COMPONENTS 
BY LAVELLE 


Lavelle manufactures aviation components to meet the most 
critical demands of high temperature operation. Typical of the 
many high temperature units produced in quantity by experienced 
Lavelle craftsmen are the jet engine tail pipes, engine casings and 
heat exchangers shown above. 


Lavelle specializes in the production of precision sheet metal 
weldments and assemblies made of titanium, aluminum, stainless 
steel, and heat-resistant nickel alloys . . . joined by welding methods 
applicable to specific component design and function. Where 
required, special tools are designed and fabricated by Lavelle to 
maintain production quality, reduce costs...and promote 
on-schedule delivery. 


If your requirements for component performance demand the 
very highest standards of component workmanship, call on Lavelle 
... or write for brochure describing specialized skills and facilities 
ready to serve your needs. 


ZZ, Lwlle Sx. 


LAVELLE AIRCRAFT CORPORATION - NEWTOWN, BUCKS COUNTY, PA. 


Between Philadelphia, Pa., and Trenton, NJ. 


For More Information Write No. 189 on Inquiry Card—Page 32 





BRIDGEPORT 
NICKEL 
SILVER 
SHINES 
AT 
THE 
SYMPHONY 


Bédecr}e 


H. N. White Company, Cleveland, 
Ohio, imparts “instrumental beauty” 
to its line of King saxophones, flutes, 
trombones and French horns with 
Bridgeport Nickel Silver (Alloy 565). 
This alloy comes to them in strip form, 
Class B Finish, Soft and Ductile, and 
is skillfully formed. Material requisites 
for this operation are consistent in 
specification and color. White instru- 
ments must be beautiful as well as func- 
tional for long and flawless service. 
This standard Bridgeport alloy adds 
strength and beauty to many products. 
Its silver color and exceptional duc- 





Bridgeport 2, Conn. + 


tility lend themselves to the highest 
quality hollow ware and tableware for 
severe use (as in hotel and home serv- 
ice); to zippers, costume jewelry, etch- 
ing, name plates, camera parts, optical 
goods and electrical applications. 
Nickel Silver is only one of the many 
standard Bridgeport alloys. You may 
not be in the business of manufacturing 
musical instruments; however, your 
product may need a copper base alloy 
with the uniformity that H. N. White 
Company gets from Bridgeport’s 
Nickel Silver. To find out how we can 
help you, call us or write Dept. : 3709 


= te . 4 
— oie -i ks 
rime’ (Ter pees 


BRIDGEPORT BRASS COMPANY 


Sales Offices in Principal Cities 


Specialists in Metals from Aluminum to Zirconium 


For More Information Write No. 190 on Inquiry Card—Page 32 
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Highlights of This Issue | | New FROM co 





“ Buying Specials—in Low Volume Electrically welded, 
Two features in this issue deal with a special lea kproof 


buying problem faced by some of our newer 
industries—the purchase of large numbers of eS e 
non-standard items in relatively small amounts. 

The first article describes techniques and meth- 

ods used in buying components for rockets and 

missiles. It stresses the need for adapting to 


rapid changes in design and requirements, partic- nest to Save sto rage 


ularly in buying for research and production. i : 
The second deals with the problems involved in and Shippin g costs 
handling “rush” requirements in a company mak- 

ing custom-made defense items. The P.A.’s for- 
mula for doing an efficient job includes two im- 
portant factors: close control of paperwork; 
careful cultivation of vendors, See pages 59 and 
66. 


“ Let a Machine Do the Work 


Pencil-pushing and key-pounding in purchasing 
and receiving should be going (at least partly) 
the way of stone-cutting. New office machines are 
making it easier to cut down on clerical labor 
and red tape. One time-saver is a copying ma- 
chine now being used: (1) to eliminate a great 
deal of paperwork in receiving, especially on 
partial shipments; (2) to eliminate completely 
purchase order typing when emergency requisi- 
tions come to purchasing. See page 64. 


“ How's Your Performance? 


One of the hottest questions of the day in pur- 9,000 vs. 3,000 
chasing: How do you measure buyer perform- A boxcar holds 3 times as many 
ance? Maybe there’s a neat little answer, maybe ai = rte yori gama 
there’s no real answer. At any rate some first- re ee 

rate minds are at work on the question. Some 
preliminary observations are offered by the chair- 
man of the group now writing a manual on pur- 
chasing performance for the National Associa- 
tion of Purchasing Agents. See page 68. 





gives leakproof 
protection for 
“ A Look At Standardization gre? hard-to-hold products 


Ideal for liquid roof- 
ing cements, paint 
and petroleum prod- 
ucts, dry or powdered 
materials. Ask your 
Continental man for 
details. 


In Future Issues CONTINENTAL 
The P.A. as Business Forecaster—Purchas- Cc CAN COMPANY 
ing as a Management Function—Purchas- 
. : . Eastern Division: 100 E. 42nd Street, New York 17 
ing Attacks Transportation Costs—New Central Division: 135 So. La Satle St., Chicago 3 
Ideas in Forms. Pacific Division: Russ Building, San Francisco 4 
Canadian Division: 790 Bay St., Toronto, Ont 
Cuban Office: Apartado =1709, Havana 

For More Information Write No. 191 
on Inquiry Card—Page 32 


How do you start a standardization program? The 
first step is to determine how many items are 
already standard. This article discusses methods 
of determining this. See page 71. 
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SOLVING PROBLEMS COMES EASY 


WITH SAGINAW /b SCREWS! 
WW EXCESSIVE POWER NWS SPACE /WEIGHT AW PRECISE 
CONSUMPTION PROBLEMS POSITIONING 
\. TEMPERATURE NWS 
S EXTREMES weairaan i 
‘ 
DEPENDABILITY 


THE MINIATURE b/b SCREW THE SAGINAW b/b SCREW 
Used where miniature positioning/control Me Used in afterburner controls, elevon 
precision and dependability is essential | positioners, as speed brake actu- 
in telemetering and guidance systems, an- - / ators, in clamping mechanisms 
tenna coupler tuning, and similar dimin- roam for missile boosters, and many 
utive actuating applications , other applications 


7¢ 
> 
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ACTUATE AND POSITION WITH OVER 90% EFFICIENCY... 4/5 LESS TORQUE ! 


NUT TRAVELS: When rotary 
motion is applied to the screw, 
the b/b nut glides along the 
axis of the screw on rolling 
steel balls, converting rotary 
force and motion to linear force 
and motion with 4/5 less torque 
than acme screws. 


y SAVES POWER. Operotes with a= LUBRICATION NEEDED. If 
almost 100% efficiency. Saginaw lubrication fails, the Saginaw b/b 
b/b Screws permit much smoller Screw will still function with remark- 
motors with far less drain on elec- able efficiency. Units have been 
trical systems, also simplify circuitry. built and qualified for operation 


BROAD TEMPERATURE TOLER prcreri y-eaM 
R P - . 
2 ANCES. Normal operating tem- 5 POSITIONS PRECISELY. Saginaw 


. y b/b Screws will position compo- 
yoy pec gyn en 8 nents far more precisely than hy- 
selected moterials they will func- pong Fin ee eee 
tion efficiently at temperatures as _ be - , 


high as +900°F. in /ft. of travel. 
eS PERFORMANCE. 
3 SPACE/WEIGHT SAVINGS. Sog- Saginaw b/b Screws are far more 
inaw b/b Screws are compact. reliable than hydraulics or pnev- 
They permit smaller, lighter motors matics. Gothic-arch grooves, yoke 
and geor boxes and eliminate deflectors and muitiple circuits pro- 
cumbersome auxiliary equipment, vide added assurance. 


SCREW TRAVELS: When rotary 
motion is applied to the b/b nut, 
the screw glides along its longi- 
tudinal axis on rolling steel balls, 
converting rotary force and mo- 
tion to linear force and motion 
with unprecedented efficiency. 


CCHS EEE E SESE EES ES OS EEE 


SEND TODAY FOR FREE 1959 ENGINEERING DATA BOOK... 
or see our section in Sweet's Product Design File 


Available in custom machine- ground and stock rolled-thread types. Units have ’ 


) 
© 
© 
been built from 12 inches to 391 feet long —%e to 10 inches in diameter. S 
.e) 
© 
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SAGINAW STEERING GEAR DIVISION OF GENERAL MOTORS « SAGINAW, MICHIGAN 
" WORLD'S LARGEST PRODUCER OF BALL BEARING SCREWS AND SPLINES 
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Let’s Not Be 
Beastly Buyers 


PURCHASING MAGAZINE 
Aucust 3, 1959 


EDITORIAL 





IT’S SUMMERTIME and the livin’ is easy, and it’s hard for an 
editorial writer to keep up the carping and railing expected 
of him during the rest of the year. Things are fairly quiet 
in Washington, the full effect of the steel situation is yet to be 
felt, and no great cosmic issues are disturbing the purchasing 
profession at the moment. Maybe this is the time for a few 
mild comments on a small but important problem often over- 
looked in the hurly-burly of business—purchasing department 
manners. 


The inspiration comes from a purchasing agent friend just 
returned from Europe. Up to now, curiously enough, he had little 
interest in manners and a certain contempt for anyone who at- 
tached importance to them. But he came back praising the man- 
ners of the British. “We could take some lessons from them,” 
he said. “A little attention to the niceties—particularly in busi- 
ness—makes life a lot more pleasant.” 


We don’t think courses in Old World courtesy are needed by 
most New World purchasing agents. Some of our pleasantest 
hours have been spent in purchasing offices big and small in most 
of the 49 states. But we have other friends, too, who have regular 
contacts with purchasing departments and who take a rather dim 
view of the type of pleasantmanship practiced by a few of the 
head men therein. The critics are few in number, to be sure, 
but they’re influential. What they tell others about their treat- 
ment by P.A.’s can seriously affect the reputation of purchasing 
agents in general. Some of their judgments of what’s right 
and what’s wrong with purchasing conduct are passed along in 
the public interest, couched in currently popular terms: 


Growling and mumbling on the telephone are out. Slamming 
the phone down is out. Thank you is in. Shaking hands with 
salesmen (these are the friends referred to above) is in. Smiling 
is in. Fake smiling is out. Blowing cigar smoke in a salesman’s 
face is out. If it’s his cigar, it’s in. Snarling at menials and fawn- 
ing on superiors is out. Keeping appointments is in. Letting 
salesmen cool heels needlessly is out. Complaining about how 
tough a job you have is out. (We’re all in the same boat). Giving 
the impression that the intercom call is from The Chief when 
it’s only from the stockroom clerk is out. Yawning in the middle 
of a sales pitch is out. Addressing people by name—especially 
by correct name—is in. 


You can continue the list. Suffice it to say here that courtesy 
can be its own reward, even though a lot of people are em- 
barrassed enough by common decency to claim “it’s just good 
business.” Nice guys may finish last—but they have the con- 
solation of knowing they’re civilized. 
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Every bar is identified by its own particular heat 
symbol and color marking, to indicate type of alloy. 


With every shipment you receive a Certificate of 
Analysis and Hardenability—your complete rec- 
ord of the steel’s characteristics, and your guide 
to dependable heat treatment. 


How Ryerson takes the risk 
out of your alloy steel 


Spork testing by skilled Ryerson inspectors protects agains! possibility of mixed steels. 


Alloys from different heats can vary widely in hard- 
enability—and as a result, vary just as widely in 
mechanical properties. 

This puts a big question mark on how your steel 


cific heat as well as by type; spark testing to avoid 
mixed steels; and complete hardenability tests in ac- 
cordance with A.S.T.M. specs. This enables us to 
send you a report on every shipment of alloy steel . . . 


a report telling you what your steel will do, and how 
to heat-treat to obtain desired properties. 

These are the plus benefits you get at no extra cost 
when you order alloy steel from Ryerson. Call your 
nearby Ryerson plant today. ...or ask your Ryerson 
representative to explain our certified plan. 


will perform. Moreover, you may not know you have 
a problem until it’s too late. 

The big difference with Ryerson is—you know 
what to count on before you start. Every bar of 
Ryerson alloy steel is protected by an 8-Point Quality 
Control Program—including identification by spe- 


Principal products: Carbon, alloy and stainless steel—bars, structurals, plates, sheets, tubing—aluminum, industrial plastics, metalworking machinery, etc. 


RYERSON STEEL 


Member of the > Stee Family 


LANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND * DETROIT © PITTSBURGH 
BUFFALO * INDIANAPOLIS * CHICAGO * MILWAUKEE * ST. LOUIS * DALLAS * HOUSTON * LOS ANGELES * SAN FRANCISCO * SPOKANE « SEATTLE 


For More Information Write No. 192 on Inquiry Card—Page 32 
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Purchasing for the rocket and 
missile industry isn’t like mass- 
production buying. Standards 
are few, lead times are short, 
and quantities are small. But 
basic techniques and policies 
can be streamlined to meet the 
challenge of the space age. 


By J. J. Nelsen 


Ws LITERALLY buy for space. 
Our corporate name—Space—is 
derived from ‘the company’s prod- 
ucts—specialized propulsion and 
control equipment. The bulk of 
what we make is used in various 


When this article was written, J. J. Nelsen 
was manager of procurement for Space 
Corporation, Dallas, Tex. He has just 
been named materiel manager. 
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Buying for Space 


ways in the field of rockets and 
missiles. 

Dealing in a market so new 
and undetermined, we face some 
tough purchasing problems. For 
example: 

@ Very few of our purchased 
parts are standards, in any sense 
of the word. The advantages of 
buying catalog items in large 
quantities just don’t exist for us. 

@ We buy not only for pro- 
duction, but for research and de- 
velopment. This means that com- 
plex technical situations present 


themselves regularly. Designs and 
requirements change at a 
ment’s notice, and the releases 
often come to us in a most un- 
orthodox manner, to say the least. 

@ The complex nature of our 
purchases and the short lead times 
we have require the closest kind 
of cooperation with vendors. 

@ Despite the fact that our an- 
nual purchases total only about 
$5 million, we process about 1200 
purchase orders a month, plus all 
sub-contracts for outside shop 
work and services. (Average lead 


mo- 
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Advance information on_ certain 
major items is released by engineer- 
ing to give purchasing a few days 
extra lead time before formal re- 
quisitions are received. Action taken 
is recorded by purchasing on this 
form and distributed to interested 
departments. 


time on each order is less than 
seven days.) 

This department must be flex- 
ible and avoid bogging down 
when handling crash programs or 
emergency purchases. We have 
developed and rely heavily on a 
concise system of forms and meth- 
ods to maintain our efficiency. 
This is how our system works: 

REQUISITIONS: Requisitions 
come from three sources: manu- 
facturing-scheduling for produc- 
tion requirements; research and 
development; and field service 
for items needed in our various 
installations. Before the 3-part 
standard form gets to procure- 
ment, it is checked in inventory 
control against stock on hand. In 
procurement, a buyer completes 
the form, and issues a purchase 
order. 

MAJOR ITEMS LIST: On cer- 
tain major items—hydraulic cyl- 
inders, wheels, instrumentation, 
etc.—engineering releases a Ma- 
jor Commercial Items List (MCI) 
to allow purchasing a few extra 
days of lead time. This is fur- 
nished on a 15” x 27” sepia mas- 
ter. It contains descriptions, di- 
mensions, specifications and other 
technical data to enable the buy- 
er to issue a request for quota- 
tion or order. It also has space 
for the name of the vendor, cost 
breakdown, price, vendor’s de- 
livery ability, and purchase order 
number. 

Confirming requisitions are re- 
ceived from scheduling when the 
job release is made. As items are 
bought by purchasing, a blue-line 
reproduction is developed from 
the sepia and distributed to en- 
gineering, scheduling and estimat- 
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T0: Joe Dokes Mach, Works 
5602 Peach Street 
Dallas, Texas 


SHILOH ROAD & FAIRDALE AVE. . GARLAND, TEXAS 


THE MATERIALS O® SERVICES ON THIS ORDER ARE FOR USE ON A GOVERNMENT CONTRACT YES & MO 


Set eeveese SrOt 


Will Call 


‘SHIP TO: 
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| Vendorts plant |Our truck is 
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Neoprene 40 Dura 


| furnish material 


Reqn, 31-5031 





DESCRIPTION AND PART 


1, | ay 1/16 x 2-7/16" LD, x 3=11/16" O, D, 


| 
| Fabricate complete per sketch - Vendor to 


Tel, Quote Roberts to Horne 


| CONFIRMATION - DO NOT DUPLICATE | “~, 














Verbal orders are often given to suppliers right from the requisition, then 


followed by a confirming order. 


ing. This provides them with per- 
tinent information several days 
ehead of the routine distribution 
of purchase order copies. 
PURCHASE ORDERS—Our 
12-part snapout order is distrib- 
uted to vendor (2), scheduling, 
receiving, receiving inspection, 
engineering, accounts payable, 
cost control, controller, estimat- 
ing, and purchasing (2). Each de- 
partment sets up a file to follow 
the progress of the flow of mate- 
rials into our plant. Where there 
is any hitch in the receiving, in- 
specting, or processing of any 


purchased materials, our depart- 
ment is notified immediately. 
Because of short lead time, our 
routine purchase order is often 
comparable to an emergency or- 
der in a more standardized busi- 
ness. But sometimes our lead 
time drops from days to hours. 
In this case, the requisition is 
walked through the same routing 
as a normal requisition. When it 
is brought to purchasing it is 
given priority over all other 
requisitions. If the item can be 
obtained from a local vendor, a 
pick-up order is issued immedi- 
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ately. If an out-of-town vendor 
is needed, the buyer either wires 
or telephones the order, giving 
IMPORTANT IMPORTANT 

READ ‘ FHTS a purchase order number. The 
actual order is then typed im- 
mediately and airmailed. The 
Full requirements must be shipped on all items. For example, if order calls for 100 body of the purchase order in- 

bolts, 99 will not be considered complete ° . e . 
dicates that it is a confirming 


Sign and return acknowledgment copy (blue) at once. Acknowledgment must be signed ord 

by a company official and returned within five (5) days Space will consider order "not er. 
accepted” if acknowledgment copy is not returned within five days. Space reserves the 
right to cancel the order and seek another vendor 





Do not substitute any items on this purchase order without obtaining written permission 


"Once-A-Month" Orders 


All requests for descriptive literature, reproducible drawings, certified prints and Op 
aN Capen ga e Instructions must be complied with prior to first shipment against We use what we call a “once- 
Reproducible drawings, when requested in purchase order, must be furnished in ac- a-month purchase order " to _ 
cordance with MIL Spec. D 8513, Class C, Par. 3.3 4.1 (see attached). Vendor must cure MRO supplies, miscellaneous 
furnish fo. mal letter of refusal if you cannot comply hardware, office supplies, etc. 
memieryo enh poneosond tee payment until all requests set out in Items 4 and 5 Basis of the plan is rotation of 
selected vendors: Vendor A will 
get the order requirements of a 
certain item for one month, Ven- 
A certified letter of conformance to specifications, when requested, must be supplied dor B for the following month, 
with one copy accompanying the packing shoot in cach shigmest two (2) copies to be and vendor C for the third month. 
mittee eee Rotation starts again after the 
Delivery dates set forth in purchase order are Space need dates not vendor shipping third or fourth month. The system 
moe has enabled us to cut down con- 
eiblia-aeakek tee temerend ecco anes neoatiaeee eerie siderably on issuance of purchase 
shipment is made, please wire date shipped, waybill number and routing orders for single items. It works 
Packing list must reference purchase order number and item number on purchase order this way: 


Do not over ship vost of handling over shipments will be charged back to vendor 


Each part must be properly stamped or tagged with manufacturer's part number for 
identificatior Failure to do so will be grounds for delay in invoice payment 


12 


Failure to comply with the requirements set forth above will automatically give Space Corp An order is made up specifying 
the privilege to figure discount time from date of compliance rather than from date of invoice the item, and the price, but no 
YOUR COOPERATION IN COMPLYING WITH REQUIREMENTS SET FORTH ABOVE WILL amount. Releases against the or- 
ENABLE SPACE CORP TO ESTABLISH YOUR CONCERN AS ° 

A PREFERRED VENDOR der are phoned in to the sup- 
These conditions are made a part of PO 548-S-8326 - Joe Dokes Mach. Wks plier selected for that month. 
i ears nee Meanwhile, the rest of the order 
copies are placed in a special file 
and a dummy copy is sent to re- 
Special sheet of instructions is issued with each order for production mate- ceiving to permit them to re- 
rials and becomes part of the order. ceive against the order. Receiv- 
ing reports are forwarded to pur- 

chasing daily. 

On the 25th of the month pur- 
chasing totals all the receiving 
reports and completes the orig- 
inal purchase order. The remain- 
ing copies are then distributed 
and processed in the normal man- 
ner. 

Rotation of once-a-month or- 
ders has enabled our buyers to 
measure the efficiency and per- 
formance of various vendors and 
to compare their quality and 
prices. 

NEGOTIATION OF CON- 
TRACTS AND SUB-CON- 
TRACTS—One of our most in- 
teresting and challenging duties 
is subcontracting for outside pro- 
duction that goes beyond our own 
diversified manufacturing opera- 
tions. 

Subcontracts are generally 

J. J. Nelsen, materiel manager (1.), Maurice G. Hughett, president; and handled on a regular purchase 
Col. D. Harold Byrd, chairman, (r.), discuss purchasing aspects of a new order, supplemented by what we 
contract. call a “Scope of Work.” For sub- 
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ABCKIVED FROM: 
3- Brown Bros 

Los Angeles, Cal. 
B. Morris 


2. Jones Inc 
Kansas City, Mo 
W. Johnson 


1.S th Co. 
St.Louis. Ma 








Harris 

















DESCRIPTION aes 
All services incidental to the preparation and 
publication of a non-classified handbook for Job 
548 as described in 




















IF B ‘Publication Contract Requirement Serial No 
-58 Item JA and C"' and in accord. mith 





$4489. 00 


yarantee of service acceptance 


Agycification XMA 00 - Price to include necessa $4578. 0 
eon and gy 
































AWARDED TO LOW BIDDER 








REQUEST FOR QUOTATION — NOT AN ORDER 
SPACE CORPORATION 


P. O. BOX 5175 
DALLAS, TEXAS 


Brown Bros. 








Los Angeles, California 
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TO smith Co. 

PO Bx 5178 

St. Louis, Mo, 
Nine-part form permits typing four To 
quotation requests and acknowledg- | 
ments in one pass. Vendor’s copy 
shows only his name. Purchasing 
maintains bid tabulation for refer- 
ence when same item is required in 
a new project. 





Jones Inc. 
Worth Building 
Kansas City, Missouri 





Brown Bros. 
5986 Sierra Drive 
Los Angeles, Cal. 
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contracts covering major installa- 
tions and involving many thou- 
sands of dollars a detailed special 
contract is negotiated. 

The “scope of work” supple- 


|All services incidental to the preparation and 

publication of a non-classified handbook for 

Job 548 (Contract N000(00)00000) as described 
in IFB "Publication Contract Requirement 
Serial No, 405-58 Item 1A and C" and in ac- 
cordance with Specification XMA 00 ~ Price 
to include necessary liaison and guarantee of 
service acceptance, 


ment is prepared by the depart- 
ment having jurisdiction over the 
work to be performed. It includes: 
(a) location where work is to take 
place; (b) all information needed 
to permit bidder to submit a clear 
and intelligent bid—plans, spe- 
cifications, etc. 

Invitations to bid are drawn 
up by our department. Each pros- 
pective supplier is given a spe- 
cific date and location for pre- 
bid conferences with me or my 
representative from purchasing, 
and the head (or his representa- 
tive) of the department involved. 
Space Corp.’s contracts adminis- 
trator also attends this meeting 
to see that subcontract provisions 
are properly drawn within the 
framework of the prime contract. 

As materiel manager, I (or my 
representative) open all bids. It 
is my decision as to who is the 
successful bidder, based on his 
qualifications to perform in ac- 
cordance with our requirements. 
Before making the award, I con- 
fer with appropriate department 
heads to discuss bidders’ qualifi- 
cations. 

In those few cases where it is 
desirable to negotiate a contract 
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Drawings attached for necessary pl 


anning, 
Approved revised drawings will be furnished 
successful bidder at time of award, 


DELIVERY: Sixty (60) days after award, 
Award will be made not later than ten (10) 
days after quotation deadline, 
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through an officer of the corpora- 
tion, a representative of the pur- 
chasing department is always 
present. All agreements and con- 
ditions arrived at in the negotia- 
tion must be written out and 
made available immediately to 
purchasing and are retained in 
department files. 


From the Top Down 


Each Space contract poses a 
unique set of problems. Almost 
no project of ours is of the long- 
flow production type, so a con- 
stant exchange of information be- 
tween departments is of prime im- 
portance. 


When a contract is awarded to 
the company, a general meeting 
is called by President M. G. 
Hughett to set up an overall plan 
of work. Heads of procurement, 
engineering, estimating, sched- 
uling, manufacturing, quality con- 
trol, sales, finance and field serv- 
ice discuss all foreseeable prob- 
lems. By anticipating inevitable 
problems we have been able to 
save thousands of dollars and, 
even more important on some 
projects, a great deal of time. 
Day to day reviews are made as 
the work progresses, with foriaal 
meetings of department heads 
held weekly. 
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Stockholders View 
A Purchasing 


Department 


TH re 


Dennison P.A. Ronald S. MacKenzie 
and his staff buy 250 grades of paper 
stocks from 75 mills. Around 50 mil- 
lion pounds are purchased annually. 


Here’s how one company shows how much it values the work of 
its purchasing department. Purchasing is featured in the com- 


pany’s annual report with a review and analysis of the year’s 


operation. 


By Leonard Sloane 


Lasr YEAR, about 4500 stock- 
holders of Dennison Manufactur- 
ing Company got a birds-eye view 
of the operations and program 
of the corporation’s purchasing 
department. 

This dramatic presentation of 
purchasing’s contribution to the 
Framingham, Mass., company 
came through the Dennison an- 
nual report. Six of the report’s 
22 pages were devoted to what it 
termed “the vital and dynamic 
work” of purchasing. 


Forward-Minded Operation 


The facts presented to Denni- 
son’s stockholders tell the story 
of an alert, forward-minded pur- 
chasing operation. They show how 
the department, under the leader- 
ship of Ronald S. MacKenzie, ful- 
fills its role in the company. 

The Dennison annual report 
features the activities of a depart- 
ment in the company every year. 
This particular article gives the 
whole story of purchasing and its 
accomplishments. It’s called “How 
Quality Materials Contribute to 
Dennison Progress.” 

Among the purchasing areas 
covered in the report are organ- 
ization, methods, relations with 
suppliers, inventories, and quality 
control. They add up to a com- 
plete picture of the Dennison pur- 
chasing job that its stockholders 
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can be quite proud of. Here are 
some of its highlights: 
Dennison’s purchases range 
near the $19 million mark, or 
close to half annual sales. Of the 
total procurement, 79% is ex- 
pended on raw materials alone. 


3000 Vendors 


More than 3000 different ven- 
dors cut up the Dennison pur- 
chase dollar. The largest part of 
the pie, however, is sliced by the 
75 paper mills from which the 
company buys. Over 250 paper 
stocks totalling around 50 mil- 
lion pounds are bought by Mac- 
Kenzie and his five assistant pur- 
chasing agents each year. They 
issue over 20,000 purchase orders 
annually. 

Each of the assistant P.A.’s 
concentrates on a particular area 
of buying. But MacKenzie be- 
lieves that “each buyer should 
have a general knowledge even 
though he has a specialty.” This 
theory is carried out in practice 
at Dennison, with every man able 
to fill in for every other in an 
emergency. 

For instance, each assistant 
P.A. knows the supply sources 
of the various grades of paper 
and the end uses of each. During 
any emergencies, any of them can 
step into another’s shoes and 
select the vendors who can handle 
a particular job. 


MacKenzie is on the inven- 
tory control committee. Others on 
this committee are the heads of 
the planning, marketing, research, 
and production departments. They 
determine the corporate policy 
regarding stores, raw material 
tests, merchandising, and new 
products. 


Standards For Suppliers 


Dennison has rigid standards 
for its suppliers to meet. Al- 
though MacKenzie believes in 
multiple supply sources to pro- 
tect the company in case of floods, 
fires, or strikes, he makes a 
thorough evaluation of potential 
new vendors before placing them 
on the approved list. 

Among the items he investi- 
gates are the vendor’s locations, 
his facilities, and his physical 
layout, Frequent trips to sup 
pliers’ plants are a regular part 
of his schedule. He also makes a 
study of the management to de- 
termine if it is modern, progres- 
sive, and technically capable. For 
example, Dennison recently eval- 
uated 18 vendors in one category 
and chose four as satisfactory 
sources. 

When a paper mill is put on the 
approved vendor list, MacKenzie 
usually gives it a small order 
first. This is processed and then 
checked by Dennison to see if its 

(Please turn to page 104) 
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Six-part purchase order includes two translucent sheets which are used 
to make additional copies by the diazotype process. 


New System Ends 


Typing Bottleneck 


Purchase order copying system cuts paperwork 
in purchasing and receiving, is especially help- 
ful on emergency requisitions and partial ship- 


ments. 


A NEW diazotype copying sys- 
tem has enabled A. O. Smith 
Corp., Milwaukee, to slash order- 
processing costs by several thou- 
sand dollars per year. James E. 
Borchert, general purchasing 
agent for production materials, 


v4 


reports that the Bruning Copyflex 
system has produced these bene- 
fits: 

(1) The bulk of the typing 
formerly required in receiving 
has been eliminated. Between 
eight and nine man hours per day 


have been saved. 

(2) The typing bottleneck in 
purchasing’s order-service section 
has been ended. Orders that were 
seldom mailed until a day after 
the requisition was received are 
usually in the mail within a few 
hours. 

(3) Proofreading when pur- 


' chase orders and receiving reports 


are typed has been cut to the 
bone. In order-service this has 
saved several dozen hours a week. 

Here’s how the system operates: 

On rush requisitions—A. O. 
Smith calls them “express requisi- 
tions” —order typists are bypassed 
completely. The first stepis to copy 
blank pre-printed purchase order 
forms on sensitized paper. This 
is done by making a “sandwich” 
to feed into the copying machine. 
The bottom layer is a sheet of 
sensitized paper. The top layer is 
a blank purchase order form. The 
“filling” is an opaque acetate 
mask, cut to expose the heading 
at the top of the purchase-order 
form and the instructions at the 
bottom of the form. 

When this sandwich is run 
through the copying machine, the 
heading and instructions are 
transferred, but the remainder of 
the sensitized paper is not ex- 
posed. Variable information can 
now be copied onto the unexposed 
area. 

This information comes from 
the “express” requisition, which is 
fed into the machine along with 
the sensitized paper onto which 
the heading and instructions have 
been copied. All the order data 
from the “express” requisition fits 
into the space previously shielded 
by the acetate mask. What comes 
out of the machine is a completed 
purchase order, which has been 
prepared without time-consuming 
typing. 


Handling Regular Requisitions 


Regular requisitions are proc- 
essed by the buyer and go to the 
order-service sections, where ven- 
dor, shipping, and item informa- 
tion are typed on a special 6-part 
purchase order form. Two of the 
sheets in this set are translucent 
so that copies can be made by the 


PURCHASING 





machine. 

After being proof-read, the or- 
der set is distributed. The original 
goes to the vendor and two copies 
are sent to the accounts payable 
department (accounts payable 
copy and numerical file copy) 
and the requisitioning depart- 
ment. 

One of the two translucent 
sheets goes to order-service which 
reproduces the required number 
of copies for internal use. It then 
becomes the “buyer’s” copy and 
is retained for his records. An- 
other translucent sheet goes to 
receiving. When delivery is made, 
receiving information is written 
or typed on this sheet to complete 
the receiving report. 


Help on Partial Shipments 


Three copies of the completed 
report are reproduced on a Copy- 
flex machine in receiving. One 
goes to accounts payable, another 
to the requisitioner. A third stays 
with the shipment. 

Mr. Borchert says this system 
really pays off when a single or- 
der consists of a number of items 
delivered in a series of shipments. 
“Even though a separate report 
is required for each delivery, no 
rewriting is necessary,” he points 
out. 

As each item arrives, receiving 
notes the quantity delivered and 
date on the original receiving re- 
port copy. Then the three copies 
required are reproduced on the 
machine and distributed. When 
the next part of the same order is 
delivered, the original receiving 
copy is brought up to date and 
another set of copies is run off 
and distributed. This procedure 
is followed until the entire order 
is completed. 

When the last shipment has ar- 
rived, a cumulative history of re- 
ceivals and. the dates on which 
they arrived, is recorded in the 
receiving’s copy of the original, 
and on the final set of copies. 
Frequently, production or engi- 
neering will want additional cop- 
ies of the order. At other times, 
especially in the case of cost-plus- 
fixed-fee contracts, the request 
comes from the customer. In 
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either case, it may be necessary 
to copy up to 15 copies of the 
original purchase order. 


Processing Time Cut 


“Before installation of the copy- 
ing machine, obtaining these extra 
copies was quite difficult,” ac- 
cording to Mr. Borchert. “If only 
a small number of copies was re- 
quired, they were prepared on the 
typewriter at the same time that 
the original order set was being 
prepared. As a rule the order 
data had to be typed a second 
time, on a second set of blank 
sheets, because it wasn’t possible 
to insert all of the original set, 


as well as the copies required, 
into the typewriter. Result: in- 
creased order-processing time and 
labor costs. 

The new system has a number 
of minor advantages, hard to 
measure in dollars and cents, but 
important to those outside pur- 
chasing. Both receiving and the 
requisitioning departments have 
been able to cut down sharply 
on the amount of filing space 
needed by filing only the cumula- 
tive receiving report form in- 
stead of a report for every ship- 
ment. Requisitioners are better 
able to keep track of deliveries, 
and to anticipate when items still 
on order will be arriving. 


Clear, permanent, black-on-white copies of completed receiving reports 
are run off on this copying machine after receiving information is filled 
in on a translucent sheet. 


65 





When Almost Every Order Is “Rush” 


Buying components for critical 
defense items puts a burden on 
purchasing. It has to meet high 
quality standards and tight de- 
livery schedules. Flexible sys- 
tems and good vendor relations 
are a must. 


By John F. Sincere 


A LARGE SIGN in Resistoflex 
Corporation’s inspection depart- 
ment reads, “There are no repair 
stations at 80,000 feet.” It ex- 
plains why the company’s vital 
hose assemblies for aircraft and 
missiles must receive 100% in- 
spection before shipment from the 
Roseland, N.J. headquarters. 
Most customer shipments of 
these carefully engineered and 
tested products are “rush.” Spe- 
cification changes occur rapidly 
in aircraft design, and delivery 


a -s 


Rube Atkins (1.) is no deskbound 
P.A. His concern for quality and de- 
livery often takes him into the shop. 
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must sometimes be made in a 
day or two from receipt of the 
order. 

High quality demands and tight 
delivery schedules put every de- 
partment under pressure—partic- 
ularly purchasing. To meet these 
special requirements Purchasing 
Agent R. J. “Rube” Atkins sticks 
closely to two basic principles in 
operating his department: 

(1) Forms and procedures must 
be fast, simple and flexible; 

(2) Utmost cooperation must be 
obtained from vendors. 


The Purchasing System 


Requisitions originate with pro- 
duction control after it has re- 
ceived a procurement request 
from the inventory control de- 
partment. On a few major com- 
modities that are used regularly, 
requirements are drawn up by 
purchasing on a historical basis. 

The purchase order is written 
the same day the requisition is 
received, often within a few 
hours. Delivery point is indicated, 
since all buying is done at the 
main office for two plants and one 


warehouse in other locations. 

As new:items come up, a pur- 
chase history card is made up for 
each (see illustration). Mean- 
while seven copies of the pur- 
chase order are being distributed. 
The original and acknowledgment 
go to the vendor; one to the pur- 
chasing file; one to inventory con- 
trol; one to receiving, and one 
to the requisitioner. 


Special P.O. Form 


Since rapid delivery is so es- 
sential to Resistoflex, special pro- 
vision is made on the seventh 
copy of the order for a complete 
record of receipts, returns, and 
expediting action. This copy is of 
stiff paper and is sent to one of 
the two department expediters 
for use in follow-up. 

Back of the form carries spaces 
for all basic information on re- 
ceipts, returns, invoices and fol- 
low-up action. Running along the 
top of the front of the form are 
numbers 1 to 31—indicating days 
of the month. A small metal tab 
carrying a number for the month 
(1 for January, 2 for February, 


It’s a Resistofiex policy that someone in purchasing see every sup- | 
plier who calls. Often representatives of engineering or production 
will be asked to sit in on an interview. 


PuRCHASING 





Follow-through is basic in control- 
ling quality. Every critical part bin 
is marked with basic purchasing 
and receiving information so that 
quality failures can be traced im- 
mediately. 


etc.) is clipped to the number of 
the day on which expediting will 
be necessary. A couple of days 
before the date for expediting 
the form is removed from the file 
for the two purposes: so that the 
order can be noted on a list sent 
to inventory control showing 
those orders that will be followed 
on a given day; and to inspect 
the order to see if a ‘phone call 
might be made earlier to get 
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Follow-up copy of purchase order is made of heavy 
stock, has on reverse side a complete history of re- 
ceipts, invoices, returns, and expediting action. 


quicker action. 

Use of the telephone for speed- 
ing delivery on critical parts re- 
flects a Resistoflex policy of cul- 
tivating sound personal relation- 
ships with its suppliers. 

Atkins demands that every ef- 
fort be made to grant interviews 
to all suppliers who call. If a buy- 
er is actually too busy to see a 
caller at a given time he will try 
to have one of the expediters talk 
to him. Or he will at least talk 
to the visitor by telephone and 
explain his situation. The three 
buyer department handles about 
24 interviews a day. 


Lines Open to Suppliers 


A salesman’s suggestion to At- 
kins that he tell “the fellow in 
our plant” what he told the sales- 
man about improving quality and 
service led to a highly success- 
ful program of supplier visits. At- 
kins visited the salesman’s plant 
and talked to operating personnel, 
engineers and executives of the 
company. The talk was so well re- 
ceived that he has made similar 
appearances at other plants and 
is planning more. The Resistoflex 
control staff also visits suppliers 
regularly. There are few problems 
of time and distance involved in 
these visits. Purchasing generally 
selects suppliers who are located 
near the Roseland plant so that 


delivery schedules can be met 
easily. 


Purchasing Costs Low 


Despite the fact that much of 
Resistoflex’ annual purchases of $5 
million is spent on custom-made, 
“rush” items, purchasing costs 
are unusually low—about 1%. 

Atkins has just begun a cost 
reduction on items not subject to 
obsolescence. Suppliers will be 
asked to make up larger quanti- 
ties than usually ordered and 
stock them until needed. The pro- 
gram is far from complete, and 
studies are now being made as 
to reasonable stocking quantities 
for each item. No final decisions 
will be made, of course, without 
consulting with vendors. 

A recent incident illustrates 
the close and cooperative nature 
of Resistoflex’ supplier relations. 
A supplier noticed a tolerance 
difference between mating parts, 
one of which had been machined 
several weeks before the other. 
He checked and found he had 
followed Resistoflex specifications. 
He still wasn’t satisfied, however, 
and pointed out the discrepancy 
to a buyer, who found there had 
been an error. This kind of sup- 
plier vigilance Resistoflex con- 
siders a very valuable asset de- 
veloped from an effective vendor 
relations program. 
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How Effective Are 


Your Buyers? 


It isn’t an easy job to measure purchasing 
performance. Good buying involves many 
hard-to-measure factors. Here’s an approach 
that reduces the intangibles to a minimum. 


By Art Pearson 


Tue PERFORMANCE of a 
buyer depends on the purchasing 
environment in which he works. 
And the results of the buyer’s 
work depends on the authority 
and responsibility management 
gives him. 

Management sometimes expects 
more from a buyer than it real- 
izes. Many measuring techniques 
fail to reveal this because they 
were not developed to evaluate 
buying in terms of the basic job 
requirement. 

Before evaluation is attempted 
the purchasing department’s re- 
sponsibility should be defined in 
writing. Job requirement defini- 
tions must not be purchasing’s 
alone but should be subscribed 
to by top management and the 
using departments dependent on 
purchasing’s performance. Nor is 
it enough to define responsibil- 
ities in broad, vague terms. 

Success in defining the purchas- 
ing job pays off. Lateral depart- 
ments, top management and pur- 
Mr, Pearson is the author of a number of articles 
that have appeared in Purcuasinc Magazine in re- 
cent years. In his “spare” time, he manages to 
keep busy as a staff assistant at the Norair Division 
of Northrop Corporation, in El Segundo, Californie. 


He is currently chairman of the N.A.P.A. committee 
on evaluating purchasing performance. 


chasing have specific criteria 
against which to plan. 

What are some of the ideas that 
we can expect in a policy state- 
ment that defines the purchasing 
job. It is far more than the five 
rights sometimes talked about: 
right quality, right quantity, right 
price, right place and right time. 
These are only very basic ideas. 
For example: 

Reliability must be negotiated 
into every purchase. Suppliers’ 
confidence must be gained and 
maintained. An adequate list of 
qualified vendors is essential. The 
flow of material must be steady 
and in economical quantities. Also 
necessary is a sound, well-inte- 
grated organization structure with 
clearly established responsibilities 
and authority to carry them out. 


Good Planning Essential 


Sound policies and simple pro- 
cedures everyone can understand 
make for good planning. They 
should be coordinated with com- 
pany planning. This helps give 
purchasing adequate lead time. 
Cost and price standards, as they 
affect the over-all cost of any 
purchased item, must be under- 
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stood to keep the end product 
competitive. There must be the 
necessary time and facility for 
product research, together with 
value analysis, in order to im- 
prove competitive position. Pur- 
chasing’s ability to extend the 
capacity of manufacturing through 
use of vendors’ facilities is an- 
other important area of purchas- 
ing responsibility. Every P.A. can 
add to these responsibilities vari- 
ous duties that are unique to his 
company or industry. 


Area of Evaluation 


The buyer who is to be evalu- 
ated can only be judged within 
the framework of the policies laid 
down for him. Such policies vary 
of necessity from company to 
company so comparisons of pur- 
chasing departments in even the 
same industry are not practical. 
A department may be weakened 
because a top martagement official 
“knows” that a purchasing de- 
partment in another company op- 
erates within a given cost ratio. 
In fact, purchasing people have 
been understandably reluctant to 
generate certain factual informa- 
tion that could be misused at the 
management level by persons 
with a lack of purchasing under- 
standimg. The time has come 
though when we must use such 
information and show manage- 
ment how to use it intelligently. 

Management planning and con- 
trol should have as its objective 
a mature organization. If you are 
constantly putting out fires, you 
are a long way from having a 
mature organization. In a mature 
organization, personnel operate 
effectively to accomplish the end 
result. In less-than-mature or- 
ganization, each person’s days are 
filled with harassment and his 
work suffers accordingly. 

The maturity of a purchasing 
organization can be measured by 
the following criteria: 

@ Are the required delivery 
schedules padded because using 
departments have come to ex- 
pect slippage in vendors deliv- 
eries? 

e@ On stock inventory items do 
the using departments draw out 
excessive amounts because they 
have never developed confidence 
that these items will always be 
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Evaluating the Purchasing Department. . . 


se ae ee oo ~ 


There are three basic elements in buyer performance: per- 
sonal qualities, intangible factors of professional competence, 
and tangible factors. Over-all evaluation is improved if each 
is rated separately. 


PERSONAL QUALITIES 

(1) How do his appearance, manner, and bearing impress others? 
(2) Is he mentally alert? 

(3) How effective are his voice and speech? 

(4) How well does he express himself orally and in writing? 

(5) Is he emotionally poised? 

(6) Initative and resourcefulness? 

(7) How well does he meet the physical demands of the job? 

(8) Attitude of others—dept. outside purchasing; vendors? 


PROFESSIONAL COMPETENCE—INTANGIBLE FACTORS 
(1) How well does he know his commodities? 

(2) How well does he know and use basic purchasing skills? 

(3) Preparation for negotiation? 

(4) Communication? 

(5) Intra company influence? 

(6) Public relations value? 

(7) Long range values? 

(8) Procurement preplanning? 

(9) Seek competent council? 

(10) How does he react to constructive criticism of a professional nature? 
(11) Sales ability? 
(12) What is buyer’s understanding of his job? 


PROFESSIONAL COMPETENCE—TANGIBLE FACTORS 
(1) Value analysis reports 
(2) First buy procurements 
(3) Bid folder analysis—contract form. 
(4) Procurement consolidation programs 
(5) Savings performance 
(6) Price index program 
(7) Vendor rejection rate and/or reliability of product. 
(8) Vendors delivery performance. 
(9) Examples of better thinking 
(10) Average dollar value of orders placed—change from previous re- 
port. 
(11) Average monthly order placement for past 6 months. 
(12) Range of order placement by dollar incidence 
(cost to spend a dollar and place an order) 
(13) Compliance with department policies and procedures. 











available when requested? 

@ Are the engineers, both in- 
dustrial and design, spending con- 
siderable time interviewing ven- 
dors rather than depending on 
purchasing to screen potential 
sources? 


N.A.P.A. Program 


The N.A.P.A. committee on 
evaluating purchasing perform- 
ance is trying to develop evalu- 
ation techniques in the following 
areas: 

1. Negotiation technique. 

2. Extent of purchasing pre- 
planning. 

. Purchasing techniques. 

. Statistical controls. 

. Forecasting techniques. 

. Personnel training pro- 
grams. 

. Use of standardization. 

. Value analysis: materials, 
methods, vendors. 

9. Procurement research. 

. Quality control. 


11. System engineering—serv- 
ice factors. 

12. Programs for inventory co- 
ordination and consolidation 
(economical buy quanti- 
ties). 

This is an ambitious program. 
The need for it was highlighted 
at the annual N.A.P.A. convention 
when almost every speaker on 
the program directly or indirectly 
pointed up the need to evaluate 
our work. Everybody feels the 
need to evaluate but there is 
little useful information on the 
subject. 


Statistical Controls 


The only area we have much in- 
formation about is that of statis- 
tical controls. Let us consider 
some specific evaluation statisties: 

What is the average dollar val- 
ue of your purchase orders? 

How many orders and dollars 
are spent in each dollar category? 

What is the dollar value of 


items on your shortage lists? 

What does it cost to spend a 
dollar? 

What is the average time in 
hours per buyer per order? 

How many requisitions are re- 
ceived with insufficient buy time? 

Do you know the rejection 
rate of your vendors? 

Do you maintain information 
on vendors’ compliance with de- 
livery promises? 

Do you have a price index pro- 
gram? 

These questions are only a sam- 
ple of the useful evaluation con- 
trol facts that could be used to 
determine progress toward a ma- 
ture operation. The specific level 
(i.e. numerical value established 
in answer to the above questions) 
is not too important. Only the 
changes and their direction need 
be studied closely. For example, 
improvement in the use of pur- 
chasing techniques should show 

(Please turn to page 104) 





De Rose Joins Purchasing 


Magazine Editorial Staff 


Louis J. DE ROSE has joined 
the staff of PurcHasiInNG Magazine 
as Editorial Marketing Consult- 
ant. 

Mr. De Rose, a_ prominent 
training and management con- 
sultant, is a leading figure in 
purchasing education. He has 
conducted purchasing | training 
courses for N.A.P.A. associations 
in New York, Buffalo, Syracuse, 
Albany-Schenectady, Washington, 
D.C., Carolinas-Virginia, Chicago, 
Detroit, and Cleveland. He has 
spoken at numerous purchasing 
meetings and was featured at the 
N.A.P.A. national convention in 
Chicago in 1958. While professor 
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and chairman of the Department 
of Management at Fordham Uni- 
versity he conducted courses on 
purchasing for the Aircraft In- 
dustries Association. 

In addition to his association 
work, Mr. De Rose has held train- 
ing courses and consultation in 
industry in purchasing, materials 
management, inventory control, 
production control, sales and mar- 
keting. Among his clients are 
various departments of the Gen- 
eral Electric Company, a num- 
ber of divisions of the Westing- 
house Electric Corporation, In- 
ternational Business Machines 
Corp., Sperry-Rand Corp., The 


Louis J. De Rose 


Martin Company, Curtiss-Wright 
Corp., and many others. 

In his new position, Mr. De 
Rose will be able to offer 
PurcHasinc Magazine readers and 
advertisers the benefit of his tre- 
mendous experience in purchas- 
ing and related fields. As market- 
ing consultant he will meet with 
marketing executives to discuss 
and evaluate the coordination of 
their efforts with modern indus- 
trial purchasing practice. He will 
also meet regularly with Pur- 
CHASING Magazine’s editors to 
assist in over-all planning and the 
development of special editorial 
projects. 
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Purchase Order Analysis 


Measures Standards Progress 


By P. J. Callan 


SEVERAL years ago our vari- 
ous divisions launched a _ cost 
awareness campaign to minimize 
the cost of projects within their 
control. 

Purchased materials account for 
a large share of the over-all cost 
and hence came in for a rather 
critical examination. This dis- 
closed that we had apparently not 
fully exploited the savings in ma- 
terials and labor costs. 

Those directing the campaign 
were convinced that the ma- 
terials already standardized were 
returning savings many times in 
excess of the expense required to 
standardize them. But they also 
felt that the program had not 
been carried far enough and that 
the standardization effort should 
be increased. 

A committee was then formed 
to direct the effort. It consisted of 
one representative each from the 
purchasing, engineering, construc- 
tion, stores, and standards divi- 
sions. This committee operated 
very smoothly and reached unani- 
mous decisions on nearly all 
phases of this problem, but 
foundered when it came to one 
particular and important aspect. 
This was the general lack of any 
reliable data or any reliable 
means to get answers to the fol- 
lowing four basic questions: 

(1) What percent of all the 
materials being purchased 
had already been stand- 
ardized? 

What percent of all ma- 
terials being purchased 
should be standardized? 
That is, how far was it 
economically feasible to go? 
(3) To what extent did we 


(2) 


Abstract of a talk given at the Ninth Na- 
tional Conference on Standards conducted 
by the American Standards Association. 
Mr. Callan is Director of Material Stand- 
ards for Eastman Kodak Co., Rochester, 


N.Y. 
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utilize the materials that 
were standardized? In 
other words, how effective 
was our standardization 
program in terms of its ac- 
ceptance by our engineers 
and others who were in a 
position to select materials? 
How could we measure any 
progress that might be 
made as a result of the 
campaign and as a result 
of the additional money 
that had been authorized 
to accelerate the standards 
program? 

We found an answer to the first 
question by a fairly safe estimate 
which indicated that about 30%, 
on a dollar basis, was already 
standard. This served only to 
focus attention on the second 
question. What we wanted an- 
swered was not what percent of 
all items were standard, but 
rather what percent of all stand- 
ardizable items were standard. 

Our first step in this direction 
was made by our purchasing divi- 
sion. A typical buyer group was 
selected and arrangements made 
for them to code every item pur- 
chased during a 12-month period. 
A simple code was set up: 

Code “A” was applied to a stand- 
ard item—an item having been 





° Tittle 

Our value analysts have come up 
with a cost-saving idea we’re pass- 
ing on to customers. 


previously standardized and re- 
corded in our catalog of standard 
materials. 

Code “B” was applied to a po- 
tentially standardizable item—an 
item which, in the experience of 
the buyer, was readily available 
commercially, and hence would 
be standardizable if the record 
showed that it had been pur- 
chased with sufficient frequency. 
Code “C” was applied to a non- 
standardizable item—one which, 
again in the experience of the 
buyer, was definitely special or 
which apparently would not occur 
often enough to warrant stand- 
ardization. 

Each item was also classified 
with a 3-digit classification num- 
ber which is an integral part of 
our purchased materials identifi- 
cation numbering system. The 
basic information was then trans- 
ferred to punched cards, the cards 
sorted into the desirable sequence, 
and the information printed out 
on a tape. 

The sort was made first by the 
code, then by the classification 
number, next by the item names 
arranged alphabetically, and final- 
ly by order number, the number 
of units, and the total number of 
dollars. A summary by code num- 
bers gave us the over-all statis- 
tical data we were looking for, 
while a more detailed analysis by 
classification number or by item 
name or by both gave us the in- 
formation needed to make sub- 
sequent improvements. 

The data can be analyzed in 
terms of four criteria; i.e., by the 
number of orders, the number of 
items, the number of units, or 
the number of dollars. For some 
purposes, say in considering the 
work load in the purchasing divi- 
sion, the best criterion might be 
the number of orders placed. For 


(Please turn to page 102) 
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Can Vendors Limit 


Implied Warranties? 


The Uniform Sales Act and state laws define implied war- 


ranties inherent in sales contracts. But in certain situations, 


suppliers can specifically exclude these warranties—by stat- 


ing so point-blank in the contract. These court decisions pro- 


vide some guidance for P.A.’s in the area of vendor liability 


for implied warranties. 


By Albert Woodruff Gray 


lw A contract for the purchase 
from a Kentucky manufacturer 
of a machine for the production of 
concrete building blocks, there 
was included a limitation on war- 
ranties, both express and implied 
by law. The contract suggested 
the comment, “Thrice is he armed 
that hath his quarrel just and four 
times he who gets his fist in fust.” 

Embodied in that purchase con- 
tract was this clause: “There are 
no understandings, agreements, 
representations or warranties, ex- 
press or implied, not specified 
herein respecting this order. The 
warranties, provisions, terms and 
conditions ‘on the reverse side 
hereof are expressly made a part 
of this agreement.” 

On the back of this order—that 
had been accepted by both P.A. 
and vendor—were clauses limit- 
ing liability to defects in material 
and workmanship. Even these 
were limited to making good for 
the defects taking place at the 
factory. 


Represented as Fit 


Nearly a year later the pur- 
chasers of this machine asked a 
Kentucky court for a recovery 
from the manufacturer of $5,624.- 
57 they had paid for this machine. 
The reason: it had been represent- 
ed as fit for the manufacture of 
concrete building blocks and was 
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1M NOT GOING 


TO BUY THIS MACHINE. 
WE CAN'T 
IT 
INTO OUR 
PLANT." 


GET 





"THAT'S TOUGH ! 
READ YOUR 
CONTRACT - -’ 

THE MACHINE 
WORKS AND 
THAT'S ALL 
WE PROMISED." 


* 


One court ruling covering this sort of problem is this: “anyone brought up 
to believe that for every wrong there is a remedy will pause before saying 
that the seller will escape all liability by merely putting in the order blank 
a statement to the effect that the buyer will get a machine that will work. 
We have paused for a moment and have readily concluded that the evidence 
of liability under such circumstances is not by the law. Otherwise one 
would have no recourse where he got an automobile without motor or 


wheels.” 


worthless for that or any other 


purpose. 
There is a statute in Kentucky 


stating that there is no implied’ 


warranty or condition as to qual- 
ity or fitness for any particular 
purpose of goods supplied under 
a contract of sale or a sale. The 
exception is if the purpose of the 
sale is made known to the seller 
and the buyer relies on the sell- 


er’s skill and judgment, there is 
an implied warranty that the 
goods are fit for the purpose. It is 
provided further that any right 
or liability in the sale “may be 
negatived or varied by express 
agreement.” 

From a court decision granting 
the buyer a recovery of the mon- 
ey paid for this machine, the man- 
ufacturer appealed. In supporting 
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the lower court, the Kentucky 
Court of Appeals spoke out 
strongly against attempts to im- 
plement contract clauses that 
waived either express or implied 
warranties. It also affirmed the 
obligations of decent business 
practices. 


Waiver Is Void 


“Anyone brought up to believe 
that for every wrong there is a 
remedy will pause before saying 
that the seller will escape all lia- 
bility by merely putting in the 
order blank a statement to the 
effect that the buyer will get a 
machine that will work. We have 
paused for a moment and have 
readily concluded that the evi- 
dence of liability under such cir- 
cumstances is not by the law. 
Otherwise one would have no re- 
course where he got an automo- 
bile without a motor or wheels. 

“Where there is a complete fail- 
ure of a machine to accomplish 
the purpose for which it was de- 
signed, that is to manufacture a 
merchantable product, it is much 
more than the breach of an im- 
plied warranty of suitability or 
fitness for a particular purpose. 
It is not a merchantable article if 
it will not do what it was intended 
to do. There has been no delivery 
of that which was bought.” 

To this statement was added the 
comment, “To sell a man a ma- 
chine for manufacturing a mer- 
chantable product that will not 
accomplish that purpose at all, is 
a breach of the contract itself, 
rather than a mere breach of war- 
ranty. If the machine is worthless 
for the purpose for which it was 
sold, there is a failure of consider- 
ation.” 

However, unless such waivers 
are clearly utilized fraudulently, 
as here, and there occurs, a fail- 
ure on the part of the seller to 
perform, such clauses will be sus- 
tained by the courts. 

It has been enacted in North 
Dakota that any purchaser of 
farm machinery has a reasonable 
time for inspection and rejection. 
The statute states that “Any pro- 
vision in any written order or con- 
tract of sale or other contract 
which is contrary to any of the 
provisions of this section, is here- 
by declared to be against public 
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"THIS GAME 
IS CROOKED" 


PAS 


; 


~ 
tities 


SO WHAT P 
YOU AGREED TO PLAY 


THE GAME MY way" 


In one ruling covering a case where a buyer sought to recover the purchase 
price of some machinery because he felt the machine was not fit for the 
purposes it had been ordered for, the court ruled: “Both buyer and seller 


had the right to contract as they saw fit . . 


. and having done so, neither 


can, because subsequently he thinks the terms of his contract are unduly 


harsh, ask relief on that ground alone.” 


policy and void.” 

In a suit in that state by a man- 
ufacturer to recover the contract 
price of farm machinery, this same 
defense was set up—that the ma- 
chine was not fit for the purpose 
it had been bought and that any 
waiver of warranty was void un- 
der this statute. 


A Valid Waiver 


“Neither do we think that there 
is any merit to the contention that 
the contract as contained in the 
order is void and unenforceable 
because unfair, unreasonable, and 
contrary to public policy,” said 
the court—thereby refusing its 
support to the claim of the buyer 
that under this statute the waiver 
was void. 

“There is nothing inherently 
vicious about the terms set forth 
in the contract. The manufacturer 
was selling a threshing machine. 
The farmer was buying one. Cer- 
tainly a proper and legitimate 
business transaction. The parties 
were dealing at arm’s length. 

“Both had the right to contract 
as they saw fit with reference to 
such subject matter, and having 
done so, neither can, because sub- 
sequently he thinks the terms of 
his contract are unduly harsh, 
ask relief on that ground alone. 


Neither can we believe that there 
is anything in the provisions com- 
plained of inherently tending to 
be injurious to the public or sub- 
versive of the public good or con- 
trary to good morals. We hold 
then, that the contract as thus en- 
tered into must control except as 
the same is contrary to the de- 
clared policy of the law.” 


Exemption of Liability 


In similar instance before the 
Wisconsin courts, a contract had 
been made for the purchase of a 
thousand bushels of a particular 
kind of peas. The peas proved to 
be a mixture of several varieties, 
ripening at different and unpre- 
dictable dates. 

In the agreement was the stipu- 
lation that the seller “does not 
give and its agents and employees 
are forbidden to any war- 
ranty, express or implied, as to 
description, quality, productive- 
ness, or any other matter and that 
it is not and will not be in any 
way responsible for the crops.” In 
sustaining a judgment against the 
purchaser for the agreed price 
and in refusing to disregard the 
waiver of warranty in this order 
and agreement, this is what the 
court said: 

“The clause quoted was intend- 


give 
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ed to exempt the seller from such 
liability as was sought to be en- 
forced against it. If a dealer in 
seed peas can exempt itself from 
liability for selling bad, wormy, or 
dead peas to a grower, no good 
reason is apparent why it cannot 
go further and say that it will not 
be responsible in the event of an 
intermixture of other peas with 
the variety agreed to be fur- 
nished. 

“Neither of the parties are un- 
der guardianship or incompetent 
to contract. There is no claim that 
the contract signed was not the 
one agreed upon or that both par- 
ties did not fully understand what 
they were agreeing to. Seller 
plainly undertook to relieve itself 
from liability in case of intermx- 
ture and the buyer agreed that it 
should be relieved. 

“It is not claimed that the con- 
tract is void because contrary to 
public law or public policy and, if 
not, effect should be given to it. 
The buyer might reject and refuse 
to receive the peas if they were 
not as agreed, or it might well be 
that in the event of the shipment 
being made in bad faith and with 


the purpose and intention of com- 


mitting fraud upon the purchaser 
an action for damages for the 
fraud would lie. If it be conceded 
that the contract is one-sided, it 
must also be conceded that the 
parties had a right to make a one- 
sided contract if they saw fit.” 


Uniform Sales Act 

Statutes substantially identical 
with the Uniform Sales Act have 
been adopted by 35 of the states, 
the District of Columbia, and the 
Panama Canal Zone. In addition, 
the statute has been generally 
followed by the courts of the 
other states. It provides that, 
“Where the buyer expressly or 
by implication makes known to 
the seller the particular purpose 
for which the goods are required 
and it appears that the buyer 
relies on the seller’s skill or judg- 
ment (whether he be a grower 
or manufacturer or not) there 
is an implied warranty that the 
goods shall be reasonably fit for 
such purpose. 

“Where the goods are bought 
by description from a seller who 
deals in goods of that character 
(whether he be a grower or man- 
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ufacturer or not) there is an im- 
plied warranty that the goods 
shall be of merchantable quality.” 

Interpretation by the courts of 
the effect of provisions in sales 
contacts relieving the vendor of 
express and implied warranties 
highlights a danger that frequent- 
ly occurs. Too often such clauses 
fail to be sufficiently comprehen- 
sive to waive completely the ob- 
ligations imposed by these sales 
statutes. 

In a contract for the purchase 
of a tractor and hydraulic hoist 
there was a certain clause that 
stated: 

“No warranties have been made 
in reference to said motor vehicle 
by the seller to the buyer unless 
expressly written herein at the 
date of purchase.” When suit 
was brought by the purchaser 
for the breach of an implied war- 
ranty that the machine was fit 
for the purpose it was intended, 
the seller set up as a defense this 
provision of the contract, claiming 
it was thus exempt from that im- 
plied warranty. 

The decision in this instance 
was rendered by the Supreme 
Court of Minnesota against the 
seller, based on the purchaser’s 
contention that there had been 
a breach of the warranty in spite 
of this clause. 


Purpose of the Contract 

“An implied warranty is not 
one of the contractual elements 
of an agreement. It is not one of 
the essential elements to be stated 
in the contract nor does its ap- 
plication or effective existence 
rest or depend upon the affirma- 
tive intention of the parties. It 
is a child of the law. It, because 
of the acts of the parties, is 
imposed by the law. It arises 
independently and outside the 
contract. 

“The law annexes it to the 
contract. It writes it by implica- 
tion into the contract which the 
parties have made. Its origin and 
use are to promote high standards 
in business and to discourage 
sharp dealings. It rests upon the 
principle that honesty is the best 
policy and it contemplates busi- 
ness transactions in which both 
parties may profit. 

“The contention of the seller 
does not commend itself to us as 
consistent with the honesty of 


purpose with which they are en- 
titled to be credited in their deal- 
ings with their customers. The 
doctrine of implied warranty 
should be extended rather than 
restricted.” 

To this, the court added the fur- 
ther comment, “We must conclude 
that the parties did not intend 
to exclude the implied warranty 
which could easily have been 
done in unmistakable terms had 
they so chosen.” 


Breach of Warranty 


Several years later, this de- 
fense of breach of warranty was 
used again in a suit in Delaware 
for the contract price of a rotary 
kiln. Here the disclaimer of lia- 
bility under any warranties was 
“The company will repair f.o.b. 
its works where made or fur- 
nished without charge f.o.b. its 
works, a similar part to replace 
any material of its own manu- 
facture which within one year 
after shipment is proved to have 
been defective when shipped. No 
other warranty, express or im- 
plied, concerning the subject mat- 
ter of this contract shall be bind- 
ing upon the company without 
its written consent duly executed 
by one of its executive officers.” 

It was insisted here that under 
the decision of the Minnesota 
case, the clause in this contract 
was insufficient to prevent a re- 
covery of damages for a breach 
of warranty. Holding, however, 
that any implied warranties were 
waived by this clause, the Dela- 
ware court quoted another sec- 
tion from the opinion rendered 
by the Minnesota court: 

“It has always been competent 
for the parties to put their entire 
agreement in writing and to ex- 
pressly stipulate that no obliga- 
tion arising out of an oral con- 
tact, imposition of law, or other- 
wise shall rest upon either, save 
as defined by their written agree- 
ment. If the parties wish to avoid 
the implied warranty they must 
in form or substance contract 
against it.” 

To this quotation the Delaware 
court added, “This restriction on 
the seller’s liability, agreed to by 
the purchaser, limits his right of 
action to the terms of the writing 
and specifically excludes every 
warranty or implication.” 
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TEAR OUT AND PUNCH AS INDICATED FOR YOUR FILE 
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TEAR OUT AND PUNCH AS INDICATED FOR YOUR FLE 
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BEARING 


had 


OLD 


One in a series of technical reports by Bower 


Wy) BRIEFINGS 





BEARING GEOMETRY 
MAKES OR BREAKS BEARING PERFORMANCE 


To develop high capacity and optimum 
performance in a tapered roller bearing, 
it is essential that roller alignment be 
accurate. Correct roller alignment, in 
turn, depends on a critical geometric 
relationship between the cone back-face 
rib, and the cone raceway. 


Perfection in this geometric relationship 
compels the rollers to align themselves 
perfectly with respect to the bearing 
geometry, and each roller shares equally 
in the work that is imposed. Figure 1 
diagrams the important elements in- 
volved. 


When this rib-to-raceway relationship 
is incorrect (because of either faulty 
bearing design or manufacturing inac- 
curacies), rollers experience misalign- 
ment and begin to skid and skew under 





CONE 
BACK-FACE 
RIB 


FIG. 1 

















load. As engineers know, poor perform- 
ance and premature bearing failure are 
inevitable under these conditions. 


In the design and manufacture of Bower 
tapered roller bearings, Bower engineers 
take great care to generate and hold an 
exact face angle on the cone back-face 
rib. In practice, this means that Bower 
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bearings are designed for maximum life 
and optimum performance under any 
operating conditions. It means that 
Bower bearings retain accurate roller 
alignment under all speeds and loads up 
to the maximum for which the bearing 
is rated. 


It’s one thing to develop proper bearing 
design on paper, but quite another to 
carry it out consistently in manufacture. 
To this end, Bower engineers were instru- 
mental in the design and development 
of a unique centerless grinder on which 
Bower precision grinds each bearing’s 
cone raceway and rib-face simultan- 
eously. The results obtained from these 
machines invariably meet or surpass 


Bower’s exacting requirements and as- 
sure perfect roller alignment. 


Figures 2 and 3 are front and top views 
which illustrate Bower’s technique of 
centerless grinding rib-faces and cone 
raceways together. As a result, every 
component in a Bower bearing is per- 
fectly concentric about its rolling axis. 





FIG. 3 THESE SURFACES 
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When you require bearings, we suggest 
you consider the advantages of Bower 
bearings. Where product design calls for 
tapered or cylindrical roller bearings or 
journal roller assemblies, Bower can 
provide them ina full range of types and 
sizes. Bower engineers are always avail- 
able, should you desire assistance or 
advice on bearing applications. 
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BOWER ROLLER BEARING DIVISION — FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 14, MICHIGAN 
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Products and ideas 





New Centerless 


Grinder 
Unveiled By 


Norton 


Operator is shown feeding the new centerless grinding machine recently intro- 
duced by Norton Company, Worcester, Mass. The insert shows a closeup view 
of the wheel head-mounted truing device on the grinder. 


A NEW centerless grinding ma- 
chine was recently introduced by 


Norton ‘Company, Worcester, 
Mass. One of the outstanding 
features of this new machine is 
the introduction of Straddle Bear- 
ings on the grinding and regu- 
lating wheel spindles. 

The anti-friction bearings pro- 
vide support on both sides of the 
wheel to prevent the deflection 
normally encountered when an 
extra wide wheel is mounted on 
the end of an unsupported spindle. 
This extra support counteracts 
the tendency for the spindle to 
deflect under heavy grinding 
pressure. 

This new development gives 
greater and more consistent size 
and straightness control of the 
work pieces, producing a better 
rounded and smoother product. 

The new centerless grinder per- 
mits using companies to run work 
pieces through in any of the three 
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basic centerless grinding methods 
or in combination. These methods 
are: thru-feed, infeed, and end 
feed. 

Thru-feed grinding is used for 
straight work and is the most 
productive of the three. The in- 
feed method is used where multi- 
ple diameters or forms are to be 
ground and for very heavy cuts. 
The end feed method is like thru- 
feed except that a stop limits the 
axial motion. 

A grinding wheel slide with 
rotating feed screw gives precise 
wheel feed or fine adjustment for 
sizing on thru-feed grinding. 
Wheel feeding or adjustment is 
made by a handwheel with a 
click-count wheel feed index 
graduated to fifty millionths of an 
inch, or by a long lever at the 
end of the machine. 

Work loading alignment is easy 
with the new machine, particu- 
larly in cases where two or more 


machines are fixed together by 
conveyors in a single production 
line. Since the grinding wheel is 
fed to the work, the work feed 
line of both the machine and the 
work conveying equipment re- 
mains fixed. As the wheel wears, 
the wheel slide is moved closer 
to the work rest. The work rest 
remains in one spot. 

Grinding wheel truing is man- 
ually controlled and hydraulically 
powered. The operator feeds the 
truing diamond manually and 
then turns a lever which actuates 
the hydraulic truing stroke. 

Regulating wheel speeds for 
grinding and truing are inde- 
pendent. Pull the knob out and 
the truing speed is immediately 
obtained. Push it back and the 
pre-selected grinding speed is im- 
mediately produced. The regulat- 
ing wheel grinding speeds are ad- 
justable from 8 r.p.m. through 
66 r.p.m. 


For More Information Write No. 194 
on Inquiry Card—Page 32> 
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THE ONES THAT WILL LAST (and last, and last!)? 
THOSE MADE FROM CONTINUOUS PROCESS 


ZINC-COATED STEEL SHEETS 


And just why will they last and last? 


The people of the Galvanized Container Industry, always alert to make improvements to 
keep their products the best, can give you a multitude of reasons why. Chief among 
them: the continuous process insures a uniformly applied, corrosion-resistant zinc- 
coating. In fact, the zinc and steel are integrated to form a tight bond for every square 
inch, a durable coating which stands up to any rigorous stress of the fabrication process. 


Continuous process zinc-coating will not chip or flake, no matter how much it is twisted, 
crimped or lock seamed. It can be worked to the very limits of the steel itself! Your 
budget benefits because there is no need for additional coating of any kind. 


In continuous process zinc-coated steel, there is a stand-out—Weirkote. On your 
production lines and in your products, Weirkote will work for you all of the time. For 
detailed information on the many advantages of Weirkote zinc-coated steel, write today 
for a brochure. Weirton Steel Company, Dept. GS-19. Weirton, West Virginia. 
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WEIRTON STEEL 
COM PANY 


WEIRTON, WEST VIRGINIA 


a division of 


NATIONAL STEEL ie CORPORATION 








two typical cases where MUELLER BRASS 


determined the best and most 


THE MAN FROM 
MUELLER BRASS CO. . 


can give you sound, unbiased advice on the one 

best method of muking your parts because Mueller FORGINGS 

Brass Co. is the only fabricator in the country 

offering all these methods of production. An ex- 

perienced “Methods Analysis Department” has at 

its da plete knowledge of the advan- 

tages and limitations of each production process. 

This unique technical service is your assurance of 

getting the best product at the best price . . . made PLASTIC INJECTION 
the one best way. MOLDING 





ove EE ered 


MUELLER BRASS CO. 


PURCHASING 





CO. METHODS - ANALYSIS - SERVICE 


economical method of producing parts 


diameters oe 
wall sections: 


FORMED COPPER 
TUBE 


SAND CASTINGS 


POWDERED METAL PARTS 


Write today for engineering manuals 
covering all these production processes. 


PORT HURON 30, MICHIGAN 


For More Information Write No. 195 on Inquiry Card—Page 32 
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NEW W-S TeeLet SLASHES 
TEE COSTS 50% OR MORE! 


The new W-S TeeLet replaces conventional Tees of cast or malleable 
iron, welded or forged steel . . . requires fewer stock sizes. Available in 
sizes from % to 1%” IPS, TeeLets are fully machined from forging 
quality solid steel bars and adapt to run-pipe sizes to 36’’. They re- 
quire no additional joint strength calculations for any ASTM A-53 or 
A-106 Grade B run-pipe of Schedule 40 or 80. 

What about cost? A size-by-size comparison with conventional Tees 
shows TeeLets average less than 50 per cent of the cost you now pay. 
A W-S TeeLet, with screwed, socket-weld or butt-weld ends, requires 
no shaping, fitting, beveling or extra alignment. You can connect to 
the run-pipe at any point. Short heights mean easy inspection of the 
attachment weld or back-weld, if desired. 

A W-S TeeLet costs less to buy, less to install than anything you can 
buy or make. For complete information, prices, and names of distribu- 
tors, write: Forge and Fittings Division, H. K. Porter Company, Inc., 
Box 95, Roselle, N. J. 


FORGE AND 


Fy 
e 


PORTER SERVES INDUSTRY: with Rubber and Friction Products —THERMOID DIVISION; Electrical Equipment—DELTA- 

STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; 

Refractories REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL 

DIVISION: Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, 

MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, S. A.; and in Canada, Refractories, ‘‘Disston’’ Tools, “Federal” 
Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 


For More Information Write No. 196 on Inquiry Card—Page 32 
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New Extra 
Heavy-Duty Grinders 


Extra heavy-duty grinders in 
a new line are available in ', 
34 and 1 H.P. Cast iron too] rests 
are adjustable for height, angle 
and distance from wheel. Ex- 
tended frame construction per- 
mits grinding large, odd-shaped 
parts. Grinders have full ball 
bearing construction, lubrication 
for life, and capacitor start and 
induction-type motor. Three fine 
and three coarse grinding wheels 
are included in standard equip- 
ment. Also available from Stanley 
Electric Tools is heavy gauge 
welded steel pedestal. 

Write No. 18 on Inquiry Card—Page 32 


Improved Large Plate 
Selenium Rectifier Stacks 


General Electric’s improved 
line of large plate selenium recti- 
fier stacks is capable of withstand- 
ing surge currents 150% greater 
than previous models. New cup- 
washer design of the stacks has 

Please turn to page 82 
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BELT IDLERS 


/ 


SS 


Jeffrey equipment 4 
stocked for shipment ° 


From factory or distributor stocks 
SPROCKETS you can get fast service on a host Nici 
of Jeffrey products...for elevating 
and conveying machinery and 
many industrial applications. 
When replacing parts or modern- 
izing machinery, it’s wise to use 
genuine Jeffrey equipment. High- 
est manufacturing standards, based 
on years of experience, assure 
PULLEYS 
dependable performance. For serv- 
ice, call your Jeffrey distributor or 
write The Jeffrey Manufacturing 


PILLOW BLOCKS Company, 784 North Fourth 


Street, Columbus 16, Ohio. 


CONVEYING + PROCESSING SPIRAL CONVEYORS 
MINING EQUIPMENT. .TRANSMISSION MACHINERY 
CONTRACT MANUFACTURING 


DISCHARGE VALVES 


For More Information Write No. 197 on Inquiry Card—Page 32 
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SPECIAL WASHERS oO U.S. STANDARD WASHERS 0) FENDER WASHERS O 


RIVETING (BURR) WASHERS L_] LIGHT STEEL WASHERSL_] FLAT WASHERS FOR 


PRE-ASSEMBLY (SEMS)[_] S.A.E. WASHERS L_] MACHINE screw wasHers L_] 


ALUMINUM, BRASS AND COPPER WASHERS L_] BELLEVILLE TYPE WASHERS L_] 


MALLEABLE BEVEL WASHERS L_] MINE ROOF WASHERS L_] 


MALLEABLE ROUND WASHERS [_] EXPANSION PLUGS [_] 


SPRING LOCK WASHERS [_] HI-TENSILE STRUCTURAL WASHERS L_] 


SQUARE WASHERS Oj CASTER SHIMS CJ AN 960 FLAT WASHERS CO 


MACHINERY BUSHINGS C) 


check your washer needs, 


Sho} i) —o = 


can supply them all! 


* QUALITY WASHERS SINCE 1914 


Joliet Wrought Washer Company offers the reserve 
capacity and flexibility needed to meet both your 
regular and emergency requirements for washers 
of all types — standard and special. Capacities range 
from 14” to 8” O.D. with thicknesses from .008” to 
1,”, In all metals, all finishes, including heat-treating. 


SPECIAL WASHERS We maintain our own tool and die shop assuring 
you the utmost in prompt service on new tooling. 
Your orders are never too large for adequate serv- 
ice, nor too small for personal attention 

Available in steel, stainless, copper, brass, lead, 
aluminum, bronze. In these finishes: Hardened 
washers ASTM Specifications, case hardening, 
carbo-nitriding, dry cyanide cadmium, chromium, 
copper, zinc di-chromate, phosphate finishes, Par- 
kerizing, hot zine galvanizing, shot peening, roto- 
blasting, tempering and electro-plating. 





ty 


HIGH-TENSILE 
STRUCTURAL WASHERS 





BELLEVILLE TYPE WASHERS 


Write for free 16 page catalog 


JOLIET WROUGHT WASHER COMPANY 


210 Connell Avenue—Joliet, Illinois 
For More Information Write No. 198 on Inquiry Card—Page 32 
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(Continued from page 80) 


improved the electrical contact 
area to each cell as well as re- 
duced the possibility of high cur- 
rent concentration on the cells. 
More uniform cell temperature 
permits full use of cell’s voltage 
rating for up to 70,000 hours, or 
nine years, of continuous opera- 
tion. Immediately available in 
production quantities. 

Write No. 19 on Inquiry Card—Page 32 





Many Key Changes with 
Super Security Padlock 


A new super security, 95-pin- 
tumbler padlock provides an al- 
most unlimited number of key 
changes for master-keying pur- 
poses. Other features of the 
Master Lock Company’s No. 81 
include: 5-pin-tumbler extruded 
brass cylinder, 1% in. laminated 
steel case, alloy hardened steel 
shackle, heavy brass_ locking 
lever, cadmium rustproofing, and 
tamper-proof construction. Par- 
ticularly designed for such ex- 
tensive padlock installation as re- 
fineries, utilities, steel and aircraft 
companies. 

Write No. 20 on Inquiry Card—Page 32 


Plastic Retainers for 
Needle Thrust Bearings 


Plastic retainers for Torrington 
needle thrust bearings cut tool- 
ing costs for new sizes and per- 
mit distinct savings in the case 
of special sizes used for short 
runs or low volume. New re- 
tainers, which are offered in ad- 

Please turn to page 84 
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| __ fixed composition SLIDE SWITCHES FERRITE 
RESISTORS the most complete line cores 


a dependable source of supply 
for these 7 reliable component types 


Write for details on any type 
Electronic Components Division 


STACKPOLE CARBON COMPANY, $4. Marys, Pa. 


inexpensive fixed composition 


CAPACITORS 
0.1 to 10 put 


VARIABLE SNAP SWITCHES CERAMIC 
composition ... for record changers, PERMANENT 
RESISTORS auto tuners, etc. MAGNETS 





For More Information Write No, 199 on Inquiry Card—Page 32 
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dition to present steel retainers, 
come only in non-standard sizes 
and are made to specifications. 
Plastic is practical for bearings 
up to a 3 in. bore, and life and 
load capacity ratings are the 
same for bearings with either 
type of retainer. 

Write No. 21 on Inquiry Card—Page 32 





New Lapping Process 
for Carbide Inserts 


am / 


Commercial Finish Besly Finish 


The finish on Besly 
Carbide Inserts is 
so flat and smooth 
they easily wring 
together. 


A new lapping process assures 
a perfectly flat, smooth finish on 
carbide inserts. Result is highly 
polished surface, so fine that two 
inserts easily wring together, a 
condition only the most accurate- 
ly processed surfaces can achieve. 
This development is said to give 
Besly Toss-away Carbide Inserts 
greater cutting tool life per cut- 
ting edge with less chipping and 
breakage. Manufacturer is Besly- 
Welles Corp., South Beloit, 
Illinois. 
Write No. 22 on Inquiry Card—Page 32 


Belt Conveyors Feature 
Stress-Point Strength 


The new Titan low-cost belt 
conveyors feature oversize shafts, 
crown-face pulleys and sealed- 


for-life ball bearings, designed to 
strengthen frequent-breakdown 
spots. For continuous, general in- 
dustry use, the basic unit is 
horizontal-to-15  degree-incline 
model in lengths from 7-% to 
50-44 ft. Incline units in lengths 
from 17-% to 36-% ft. are ad- 
justable from 15 to 35 degrees for 
between-floors or high-stacking 
operations. Five styles are offered 
with either % or % hp. gear 
motor and worm gear speed re- 
duction, all with 150-lb. unit load 
capacity. Samuel Olson Mfg. Co., 
Inc. 

Write No. 23 on Inquiry Card—Page 32 


No Leak, No Clog 
Shut-Off Valves 


A new series of screw stem 
shut-off valves is designed to pre- 
vent leakage to atmosphere and 
clogging of activating threads by 
viscous fluids. Available in stand- 
ards models for use with fuel oil, 
gasoline, kerosene, air, water, 
acids, alcohols and coolants up to 
500 psi at —40 degrees F to +250 

Please turn to page 88 
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~ THE BEST 


COMBINATION 


FOR THE FINEST 


SERVICE 


Cleaner, neater, more cheerful wash- 
rooms are yours with half the main- 
tenance with strong, super-absorbent 























towels and tissue by Marathon. Both 
have attractive, efficient metal dis- 
pensers designed to discourage waste 
and pilferage. Ask your Marathon 
paper merchant for full details. 


Na 


MARATHON (A 


A Division of American Can Company 
MENAGHA, WISCONSIN 
Single, multi- or C-fold towels, bleached or unbleached. 
Service Roll or Dorsette Facial Grade Tissue. Dispensers. 


For More Information Write No. 200 on Inquiry Card—Page 32 








you can rely on 





ACCURACY 
when you order 
gray or alloyed iron 
CASTINGS 

from 

DECATUR 
Casting Co. 


Decatur, Indiana 





Phone 3-2700 


| 
L 








For More Information Write No. 201 
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DATA FILES 
Allied Research 


METAL FINISHING 
PROCESSES 


A complete line of quality products 
and processes developed primarily as 
a result of helping manufacturers like 
yourself solve their metal finishing 
problems. If one of our present prod- 
ucts does not meet your needs, we'll 
be glad to work with you to find an 
answer to your problem. 


EQUIPMENT AND 
COMPLETE SYSTEMS 
for Metal Finishing 


Process Engineered—Single pieces 
of equipment or all equipment neces- 
sary for a finishing operation—evalu- 
ated, designed, fabricated, installed 
and tested to match exactly your 
particular process. Ask about our 
Process Engineering Service. 


CHEMICALS AND SUPPLIES 


Prompt service on a wide variety of daily-use 
necessities for the plating room, delivered from 
warehouse stocks strategically located in cities 
in metalworking areas. 


tooK 
FOR THE 
DIAMONDS—SIGN 
OF FINISHING QUALITY 


qGainipD. 
Chromate Conversion 


Coatings for Non-Ferrous Metals 


qGairny Clear Protective Coatings 


for All Metals. 


® 
ISOBRITE Chemically Different 


Plating Brighteners. 
4 


LARP) Process chemicals 


IX TITD rectiriers 


Silicon and Selenium, built to exacting 
specifications for long life, trouble-free 
service. 


GILLS auto-.oapers 


for fast, economical transfer of racks and 
parts, conveyors to plating machines, 
between conveyors. 


AUTOMATIC AND SEMI-AUTOMATIC 
PLATING MACHINES 


BARRELS, TANKS and other equipment. 


GUNERCID  anoves 


in copper and zinc 


TST FLAT COPPER 


ANODES 


CADMIUM, WHITE BRASS AND TIN ANODES in 
most efficient shapes. Acid Replacements, Buffs, Chemi- 
cals, Cleaners, Maintenance Materials. 


Ask your Allied Field Engineer about our Subscription Plan 


NICKEL RECASTING SERVICE which combines your new nickel purchases with a service to 


recast your butts and spears, resulting in substantial savings 


Allied Research Products, Ine. WRITE TODAY FOR COPIES of 


these useful files describing tech- 
4004-06 EAST MONUMENT STREET nical details of our complete line, 


BALTIMORE 5, MARYLAND OR, phone your Allied Field Engi- 
Branch Office: 400 Midland Avenue, Detroit 3, Michigan neer. He's listed under “Plating 


Chemical and Electrochemical Processes, Anodes, Supplies” in your ‘phone book. 
Rectifiers, Equipment and Supplies for Metal Finishing. 


For More Information Write No. 202 on Inquiry Card—Page 32 
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STRAIGHT THREADS FOR LEAK-PROOF 


Now available on all Parker-Hannifin 


Industry's new standard as published in J. 1. C. Recommendations 
(April, 1959) and S. A. E. Standards (1959 Handbook) 


Parker-Hannifin now offers a new 
standard at no extra charge—high-pressure 
hydraulic components with straight thread 
port connections* for O-ring type fittings. 
This new standard—assuring a leak-proof 
and drip-free seal—is the most logical 
engineering approach to the problem of 
hydraulic circuit connections. The Joint 
Industry Conference Recommendations 
now State: 

“Fittings that incorporate separate 
synthetic or metal-to-metal seals, or seals 
that seal with pressure should be 
equipped with Unified National Fine 
(UNF) straight thread port connections.” 


And the Society of Automotive Engi- 
neers’ 1959 Handbook states: 


“The S.A.E. straight thread ‘O’-ring 
boss is the preferred port for use in 
hydraulic devices.” 


Both support this new standard—and the 
U.S. Navy Bureau of Ships in MS16142 
(SHIPS) has adopted the S.A.E. Straight 
Thread Boss Design as their straight thread 
standard for use in hydraulic and air 
systems in Naval ships. Such extensive 
support is understandable. The Parker- 
Hannifin straight thread port connections 
combine a built-in pressure sealing device 
with a rigid mechanical connection. This 
contrasts with the loose connection of a 
“backed-off” pipe thread and a relatively 
weak auxiliary sealing device. 

Straight thread fittings and port connec- 
tions are not a proprietary product or 


design. Although developed by Parker- 
Hannifin, they were immediately made 
available to the fluid power industry on 
a completely open basis. 

They have been thoroughly field tested. 
In the severe service on mobile hydraulic 
equipment, today more than 6 out of 10 
of the port connections are of the straight- 
thread type. 

Now machinery builders and users alike 
are turning to this proved method of port 
sealing. Pipe threads for high-pressure 
hydraulic applications are fast becoming 
obsolete as more and more leading 
manufacturers recognize these advantages 
of straight threads in their production 
equipment: 

No more wedging action with result- 
ing distortion and breakage due to 
over-tightening ... 

No more messy pipe dope and the 
danger that it will infiltrate the hydrau- 
lic system... 

No more leaks because of temperature 
changes or high shock conditions... 

No more failures of costly auxiliary 
seals due to weak, imperfect threads that 
fit on thread run-out. 


Why accept less? Next time you 
order high-pressure hydraulic components, 
specify Parker-Hannifin with straight 
thread port connections and fittings... 
you'll get leak-proof sealing—industry’s 
recommended standard. 


*Mobile equipment spool type control valves are 
all supplied with straight threads. Other compo- 
nents are still available with dry-seal pipe threads. 


HANNIFIN COMPANY 


545 S. Wolf Road, Des Plaines, Illinois 1732S Euclid Avenue, Cleveland 12, Ohio 


Parker FITTINGS AND HOSE DIVISION 


OS67 Jefferson Bivd., Culver City, California 1732S Euclid Avenue, Cleveland 12, Ohio 


Parker SEAL COMPANY Parker HYDRAULICS DIVISION 
: 


4 DIVISIONS OF PARKER-HANNIFIN CORPORATION 
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PARKER-HANNIFIN FLUID-SYSTEM COMPONENTS 


high-pressure hydraulic components 


PORT CONNECTIONS... 











The O-rings used in Parker port connec- 
tions are made only from service-tested 
Parker Seal Company compounds. With 
an ever-increasing number of fire-resis- 
tant fluids now on the market, it pays to 
avoid “‘jack-of-all-fluids” seals and stay 
with the Parker Seal compound specifi- 
cally made for the fluid you will be using. 


Avucust 3, 1959 





A iopper in any language 


It’s better than the best XXXP grade, 
it’s lighter and more economical than G-10, 


it’s Taylor XY-1 Paper-Base Epoxy Laminate 


When you want extremely high reliability in printed circuits, with the addi- 
tional advantages of flame retardance, chemical resistarce, good solder- 
ability and high bond strength—specify Taylor XY-1 copper-clad laminate. 
It is self-extinguishing in 1 second, has excellent resistance to alkalis, acids 
and solvents, has a solder time resistance at 500°F. of 30 seconds in 1-oz. 
copper and 50 seconds in 2-oz., and a bond strength of 10 Ib. in 1-oz. 
copper and 13 Ib. in 2-oz. Sheets available with copper on one or both sides. 


Unclad Taylor XY-1 has many advantages, 
too. It can be substituted for glass-base epoxy 
laminates to reduce cost and weight. It has 
excellent electrical, mechanical and machining 
properties. Contact us for complete technical 
data and expert guidance in applying this new 
material. TAYLOR FIBRE Co., Norristown 36, Pa. 


- Taylor 


LAMINATED PLASTICS VULCANIZED FIBRE 
For More Infcermation Write No. 204 on Inquiry Card—Page 32 
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(Continued from page 84) 


degrees F. In % in. and % in. 
IPT sizes, with large wheel han- 
dle standard. Specially designed 
units for pressures up to 3000 psi 
also available. New 30V-50V 
Series is manufactured by Ander- 
son Brass Co., 102 S. Campbell 
Ave., Detroit, Mich. 

Write No. 24 on Inquiry Card—Page 32 


Compact Separator 
Removes Ferrous Solids 


The Hoffman Magnaflo Sepa- 
rator is a compact unit for the 
removal of ferrous solids from 
cutting oils and other soluble 
coolants. Fully automatic, sepa- 
rator operates without attention 
and is virtually free of mainte- 
nance expense. Self-cleaning unit 
eliminates need for sump clean- 
ing and changing of filter paper, 
bags or cartridges, delivers near- 
ly dry sludge for easy disposal. 
Designed for flow rates from 40 
to 1000 GPM; separator has wide 
range of applications from indi- 
vidual machine tools to central- 
ized systems for large groups of 
machines. 

Write No. 25 on Inquiry Card—Page 32 


150 amp. D. C. 


Solenoid Contactor 


A 150 amp. NEMA Size 4, D.C. 
Solenoid Contactor is announced 
by Ward Leonard Electric Co., 
increasing their present D.C. Con- 
tactor line from size 1 to 4. New 
single and double pole units are 
designed for use in general pur- 

Please turn to page 90 
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Full Range of Styles and Sizes 


Strong, Straight Shanks 


oi shel 


Easy-to-Grip Heads 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export distributor 
Bethlehem Steel Export Corporatior 


Easy-to-Identify Packages 


; T z 
werrtt tlt trrrttsce & t a L E | & al % t & L 
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FIR PLYWOOD 
PURCHASING GUIDE 


pose and machine tool controllers 
and for switching lamp, battery 
and other dic. loads. Features 
include Solenoid type power 
plants, compact unit construction 
and complete parts accessibility. 
Power plants are available for 
a.c. operation, and standard coils 
for 115 and 230 volt dc. oper- 


ation. 
Write No. 26 on Inquiry Card—Page 32 


Control Panel Provides 


meotet eon OFFA Automatic Operations 
Grade-Trademarks 

DFPA grade-trademarks attest qual- 

ity, performance and value. They ap- 

pear only on plywood manufactured, 

inspected and laboratory-tested under 

the DF PA quality control program to 


assure conformance to U.S. Commer- 
cial Standard quality requirements. 


2. Choose the right grade for each job 


DF PA quality-tested fir plywood 
comes in two types: 1. Exterior 
(waterproof glue for permanent out- 
door exposure) ; 2. Interior (moisture- 
resistant glue) for use indoors, tem- 
porary outdoor uses and sheathing. 


TYPICAL USE 


EXTERIOR-TYPE 
(Waterproof glue) 


Within each type are appearance 
grades to meet the exact needs of any 
given job. Most popular grades are 
shown below: (other grades including 
panels made of other western soft- 
woods, also available) 


INTERIOR-TYPE 
(Moisture-resistant glue) 





Where appearance of both 





sides important. Cabinet 
doors, single thickness 


|EXT-DFPA-A-A| 





[INT-DFPA- A-A] 








walls, ete. ad 





Where only one side will 
be seen. Siding, paneling, 
signs, fixtures. 


AS op 





Special concrete form 
grades. Both faces sound, 
solid, smooth. 


Ext. PlyForm® 


(maximum re-use) 


Int. PlyForm® 
B-B 


(multiple re-use) 





Unsanded structural and 
maintenance panel. 
Sheathing, crating, temp- 
orary screening. 








3 PlyScord® (C-D) 
a. (also available with 
; Exterior give) 











SIZES: Standard fir plywood thicknesses are from 4,” through 34”; standard size is 
4’ wide, 8’ long. Other thicknesses and sizes are also available, including ‘‘king-size” 


scarfed panels up to 30’ and 50’ long. 


TEXTURED FIR PLYWOOD — vanes 
comes in several smart textured panels 
for special decorative applications such 
as siding, paneling, displays and fixtures. 
These include Texture One-Eleven Ex- 
terior plywood (deep parallel groove 
pattern, shiplapped edges) and panels 
with attractive brushed, striated, or em- 
bossed surfaces, 


OVERLAID FIR PLYWOOD — is Exterior 
fir plywood with resin-fiber overlay per- 
manently fused to one or both sides of 
panel. High density is hard, glossy, abra- 
sion-resistant (use for long-lasting signs, 
shelving, concrete forms); Medium den- 
sity overlaid plywood is smooth, with 
texture similar to drawing paper (ideal 
paint base for signs, fixtures, siding). 











FREE WALL HANGERS — Handsome 18”x33” wall hanger. 
Handy fir plywood grade-use-specification guide. Order 
one for everyone in your firm who specifies fir plywood. 
Also available, specification portfolio. Includes detailed 
description all grades, sizes, specialty panels, Commer- 
cial Standards requirements. Offer good USA only. 
Douglas Fir Plywood Assoc., Tacoma 2, Wash., Dept. 192. 
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A control panel for automatic 
operation of lights, heating, air- 
conditioning, and any other elec- 
trically actuated devices has been 
developed by the Stromberg Time 
Corp. Called “Scope” for Strom- 
berg Central Operations Panel- 
Electric, unit is available for elec- 
tronic operation without special 
wiring or for synchronous wired 
operation with system wiring. 
When operating on four elec- 
tronic frequencies, it will auto- 
matically control as many as 640 
circuits, and manual control’s per- 
mit operation at unscheduled in- 
tervals. 

Write No. 27 on Inquiry Card—Page 32 


“He’s a virtuoso on that 
suppliers’ file . . .” 
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LOOK 


DIRECT BEARING — Carton identification 


what you Can do with was costly and cumbersome until McQuay- 


Norris switched to Avery color-coding 
labels. Stocks were reduced from 40 to 9 
basic label sizes ... application time was 


F cut 65% ...and the auto parts company 
had a tight-gripping label that provided 
clear information quickly. 


Pressure-Sensitive 


GLOWING REPORT — The Lustra 

Corp. of America provides an 

By unconditional guarantee of life 
expectancy on each fluorescent 

tube and light bulb. Avery self- 

® adhesive labels applied at the 
end of the tubes over the metal 











contact pins spell out this guaran- 
teed period neatly and plainly. 





CUT costs 
REDUCE inventories 
UNIFY packaging stocks 


SAVE time and money 
WORTH 1000 WORDS —Remington Rand 


EXPEDITE shipping uses miniature self-adhesive jine cuts to 


illustrate planning layouts effectively. 
IMPRO VE bits UNIVAC salesmen in 100 offices rely on 
product recognition these handy Avery labels to show customers 

~ = the operating procedures of the company’s 


Data Automation System. Remington Rand 
salesmen like it... customers do too. 





eeeeeeeetbe 


AVERY LABEL COMPANY, Div. 130 
Always ask for 117 Liberty St., New York 6 © 608 S. Dearborn St., Chicago 5 
© 1616 S. California Ave., Monrovia, California 


“> 
( Please send me further details on how Avery Labels can 
save me time and money 

(] Please have your sales representative call soon 

ame 7 . - 
“hox they. make / Company. __ ‘ Title 
J 
a Address___ 
by ee 


—————————— i — 





Avery Labels are manufactured and distributed throughout the world. Write Foreign Operations, Avery Adhesive Label Corp., Monrovia, California, for addresses. 


SOSH EEE HEHEHE EEE HEHEHE HHH EEE . 
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NOW ...FROM AUTO-LITE 


MORE POWER PER POUND FROM 
NEW, COMPACT AUTO-LITE GENERATOR 





NEW COST REDUCTION SERVICE 
FOR MANUFACTURER CUSTOMERS 


Programs that include design, engineering, methods, 
automation and manufacturing are all contributing to the 
important new cost reduction service of the Electrical 
Products Group of Auto-Lite. Included are greatly ex- 
panded research and engineering activities, facilities for 
field training and service, and District Managers pre- 
pared to assist customers and prospects in their drive 
for lower costs. 











siren’ . eine 
\s® TRACTION AND _— euoateks BREAKERS 
LIGHT AND PUMP MOTORS 
HEAVY DUTY 
STARTING 
MOTORS 


‘ 


GENERATORS 


CENTRIFUGAL ee FRACTIONAL 
GOVERNORS L HORSEPOWER 
MOTORS 


DISTRIBUTORS 


TO-LITE 


For More Information Write No. 208 


This new Auto-Lite generator is designed for 
use wherever dependability and efficiency are 
required: for marine, fleet, automotive and 
light and heavy commercial industrial appli- 
cations. Quality engineering means outstand- 
ing performance. But let the features tell 
the story... 
1. Insulation . . . good for 20 years at 105°C. 
2. High-load-capacity AFBMA-approved 
ball bearings and sintered bronze sleeve 
bearings. 

. Thermosetting phenolic varnish insulates 
the armature; retains its strength under 
great mechanical stress. 

. Brushes balanced for optimum quietness, 
performance, and long life. 

. Commutator segment insulation is 
undercut mica... total commutator 
runout held to .0005 in. 

. Armatures are precision built to virtually 
eliminate vibration. 

. Silver-bearing copper is used to retain 
physical strength in the commutator 
even at high temperatures. 

Some models are available in the new, lighter 
Step Frame design. For complete details use 
the coupon at right. 


ELECTRICAL PRODUCTS 
GROUP 
THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 
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GREATLY EXPANDED 
RESEARCH AND 
ENGINEERING FACILITIES 
ASSIST AUTO-LITE 
CUSTOMERS 


In 19 modern laboratories hundreds of 
graduate engineers and scientists, 
assisted by skilled laboratory techni- 
cians and draftsmen, are engaged in 
special projects for the military and 
industry. 


Each individual laboratory specializes 
in its own area of research and engi- 
neering. Any two or more laboratories 
can be co-ordinated under the Director 
of Research in a team effort to approach 
a particular problem or series of 
problems. 


Attitude of Inquiry 


By maintaining a practical attitude of 
inquiry, Auto-Lite engineering is made 
vital and anticipates the needs of the 
many industries we serve. 


Low voltage ignition, coaxial starters, 
cermets, ceramics, transistorized igni- 
tion have all been: under development 
in the Auto-Lite laboratories in recent 
years. 


How you can take advantage of this service 


As a part of the new Auto-Lite Cost 
Reduction Service, the Electrical Prod- 
ucts Group District Managers are at 
your service. They can tell you how 
Auto-Lite can make available to you 
the skills and know-how of its 19 
engineering and research laboratories, 
its manufacturing facilities, and its 
world-wide service organization. They 
can help you with your cost reduction 
and product improvement programs. 


THE ELECTRIC AUTO-LITE COMPANY 
ELECTRICAL PRODUCTS GROUP - TOLEDO 1, OHIO 
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News 


Static Protective 
Relay Introduced 


It is now possible to use static 
protective relays for industrial 
switchgear applications. Allis- 
Chalmers has a line of transis- 
torized relays that are said to be 
the first major departure from the 
mechanical induction disc design 
introduced about 50 years ago. 

Basic circuitry incorporates 
various types of semiconductors. 
Moving parts and the problems 
associated with them have been 
eliminated. According to tests by 
Allis-Chalmers, the new type re- 
lay exceeds the life and reliability 
of the mechanical types. 

Important for purchasing 
agents, is the fact that the new 


relay could be an easily stocked, 
non-production item partly be- 
cause of its size and ease of re- 
placement. The static relay is 1/3 
the size of its predecessors, Three 
single-phase units fit present 
switchgear and switchboard panel 
cutouts designed for one single- 
phase induction type. 

The new overcurrent relay will 
be available in limited quantities 
this summer with A-C switchgear 
equipment as production facilities 
are completed. 


Purchasing Featured 
In Standards Booklet 


Eleven purchasing experts have 
contributed to a new publication, 
“Standardization—What’s In It 
For Me?,” the printed proceed- 
ings of the Ninth National Con- 
ference on Standards. 

The publication presents 50 
papers on the practical and finan- 
cial benefits of standardization. 
Many cost savings through stand- 
ards are described by authorities 
from government, science, and in- 
dustry. 

The 128 page illustrated book- 
let is available from the American 
Standards Association, Dept. PR 
61, 70 East 45th St., New York 
17, N.Y. The cost is $4.50 per 
copy. 


The purchasing department of Leece-Neville Co., Cleveland, has presented 
a Vendor Value Award to Reliable Spring & Wire Forms Co., Cleveland. 
The award—originated by Purchasing Magazine for recognition of sup- 
plier service and cooperation—was accepted by Harmon W. McBride (1.), 


president of Reliable. 
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Office Equipment and Supplies 





A new tab card reader that 
will automatically read 80-column 
IBM cards at speeds of 1200 col- 
ums per minute has been an- 
nounced by Systematics, Inc., 10 
East 42nd Street, New York, 
N. Y. The new unit uses a me- 
chanical design for registering 
and transporting the IBM card. 
The programming unit, designed 
as an integral part of the reader, 
provides the full degree of flexi- 
bility desirable in automatic in- 
put applications. 

Write No. 28 on Inquiry Card—Page 32 


A new, easy-to-adjust tilt con- 
trol for office chairs has been 
developed by The Bassick Com- 
pany of Bridgeport, Conn. Op- 
erating on the torsion bar prin- 
ciple, the control is so sensitive 
that the chair responds to the 
slightest movement of the body. 
Also, it absorbs shock at both 
front and back of the tilting range. 
There is no sudden, sometimes 
dangerous jar when the chair tilts 
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back to stop position. The new 
unit can be furnished to accom- 
modate almost any chair design. 
Write No. 29 on Inquiry Card—Page 32 


A tab card file drawer has been 
designed that fits 24 sizes and 
styles of file cabinets. Manufac- 
tured by Tab Products, Co., Sarr 
Francisco, it represents the first 
single, unified filing system to 
fill all card handling and storage 
needs. 

Write No. 30 on Inquiry Card—Page 32 


Several new features have been 
included in the new adding ma- 
chine recently introduced by 
Friden, Inc., San Leandro, Calif. 
A 5%” platen, with adjustable 
guides, permits insertion of paper 
in several widths including in- 
dividual forms up to the full 
platen width. The “L-Shaped” 
zero bar simplifies operation of 
the machine for those trained on 
conventional keyboards. The key- 


board is open before a previous 
cycle is completed and pressure 
requirements have been reduced 
for the quarter-inch plus bar ac- 
tion to prevent even the fastest, 
operator from “beating” the ma- 
chine. 

Write No. 31 on Inquiry Card—Page 32 


One of the first safes manu- 
factured in Canada with Under- 
writers Laboratories approval has 
been producd by Diebold of 
Canada, Ltd. in Toronto. Tested 
and certified by Canadian U.L. 
to be fire resistant against tem- 
peratures up to 1700° for one 
hour’s duration. They have also 
passed burglary tests made by 
safe experts attempting to “crack” 
the safe with burglar tools in 
three different 20-minute assaults. 
Write No. 32 on Inquiry Card—Page 32 


A color pencil has recently been 
introduced that has a lead formu- 
lation whose markings are eras- 
able. The new leads, in five colors 
—vermillion, carmine, blue, green 
and yellow—are the products of 
the Venus Per and Pencil Com- 
pany, Lewisburg, Tenn. All five 
colors are water-resistant and can 
be blended to produce variations 
in color and shade. Samples of 
this new eraser-tipped, wood- 
cased pencil are available upon 
request. 

Write No. 33 on Inquiry Card—Page 32 
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POLAROID CORPORATION 


“Producers of world-famous ‘60-second’ Polaroid Land Cameras” 
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POLAROID CORPORATION 


saves time and money with 
these NCR Paper forms: 


"NCR PAPER saves us more than 
double its cost...each year.” 


—POLAROID CORPORATION, Cambridge, Mass. 


Voucher Checks 
Voucher Registers 
Remittance Advices 
Invoices 

Travel Expense Forms 
Industrial Orders 
Production Records 


“We use NCR Paper (No Carbon Required) for forms make it possible for us to pick up originals 


many different types of multiple-copy forms. Though 
the price of NCR Paper is often more than forms 
with carbon, any extra cost is repaid several times 
over by the savings in time and mistakes, or in 
extra convenience. For some forms, the actual out 
of-pocket cost—without counting the savings and 
other advantages — is less than any other alternative 

“We process more forms in less time because we 
do not have to insert or remove carbons. NCR Paper 


and copies as a complete unit 

“We estimate NCR Paper saves us its entire cost 
more than twice each year by reducing operating 
expenses, thus returning more than 200% annually 


on our investment.” 


Ch CAL! 


Richard T. Kriebel, Secretary 
and Director of Public Relations 
POLAROID CORPORATION 


ASK YOUR LOCAL PRINTER OR FORMS SUPPLIER ABOUT NCR PAPER 


ANOTHER PRODUCT OF 


THE NATIONAL CASH REGISTER COMPANY, pvayron 9, OHIO 





Dealer Order 
Promotion Orders 
Special Promotions 


Merchandise Orders 








NCR PAPER 
ELIMINATES 


1039 OFFICES IN 121] COUNTRIES . . . 75 YEARS OF HELPING BUSINESS SAVE MONEY 


ce) CARBON PAPER 


For More Information Write No. 209 on Inquiry Card—Page 32 
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Association News 





The officers and directors for 1959-60 were sworn in by F. Stan Romanse. 


New York Association Installs President 


New president George W. Baker pre- 
sented an inspiring message to the 
group in his introductory address. 


F, Stan Romanse (r.), outgoing 
president of the New York associa- 
tion, presents a ‘certificate to na- 
tional director David S. Gibson in 
appreciation of his work for the as- 
sociation for many years. 
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Tue ROMANTIC islands of 
Hawaii provided the setting for 
the annual installation meeting 
of the Purchasing Agents As- 
sociation of New York. About 
150 purchasing agents and their 
wives attended the meeting—held 
aboard a sightseeing yacht as it 
cruised around Manhattan island. 

Music for dancing and enter- 
tainment was provided for . the 
group by an orchestra from the 
Hawaiian Islands. A_ delicious 
buffet supper was served after 
the business meeting was con- 
cluded. 


Officers elected to serve for 


1959-60 were—President: George 
W. Baker, Port of New York 
Authority; 1st Vice President: 
Gailon C. Fordyce, American 
Cyanamid Company; 2nd Vice 
President: Donald T. Keliher, 
United States Metals Refining 
Company; Treasurer: Lewis A. 
Norris, New York Stock Ex- 
change. 

Members elected to the board 
of directors were Peter P. Heaney, 
DeJur-Amsco Corporation; Wil- 
liam J. Heubach, Union Bag- 
Camp Paper Corporation; and 
Robert F. Ames, United States 
Steel Corporation. 


Tom Thomas of Shell Oil Co. won the “Best Buy” award. His prizes: 
a cash award from the association and a free trip to Bermuda for 
two from Marion Brennan of Eagle Airways, Ltd. 
For More Information Write No. 210 
on Inquiry Card—Page 32> 
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- Py tL COR. 1D Gives 
Packaging a Lift 
ppispien vour Joal then you come to weighty 


isions. A nearbyaylord man will analyze 


packaging program... help you tone up 
ng containers... tone down the muscle-bound. 


fh corrugated boxes that deliver better protection, 


PLANTS COAST TO COAST 


CONTAINER CORPORATION 





Division oF Crown Zellerbach Corporation 
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Advance Note For 1960: 
N.A.P.A. Planning for Convention at 


. 
| Ra 1959 N.A.P.A. Convention 
is now part of history. Those pur- 
chasing agents who had the good 
fortune and foresight to attend 
are well aware of the tremendous 
values received. 

But it is not too early to start 
planning for the 1960 convention, 
to be held in Los Angeles, Calif., 
from May 22 through May 25. A 
great deal of work has already 
been done by the hardworking 
committeemen to assure every- 
one of an informative, educational 
meeting. 

E. Benton Long, purchasing 
agent, U. S. Lime Products Divi- 
sion of Flintkote Company was 
appointed general convention 
chairman. Victor Quam, chief 
deputy purchasing agent of the 
County of Los Angeles, was ap- 
pointed general program chair- 
man. 


Charles Perkins, Union Oil Com- 
pany of California, president of the 
Purchasing Agents Association of 
Los Angeles, 
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View of world famous Wilshire Boulevard looking east across MacArthur 


Park. 


E. Benton Long, U. S. Lime Prod- 
ucts Division, Flintkote Company, 
general convention chairman of the 
1960 N.A.P.A. Convention. 


Victor Quam, County of Los An- 
geles, general program chairman, 
45 Annual N.A.P.A, Convention. 
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NOW BOATS ROLL ON BRASS! 














Holsclaw Bros., Inc. Model SDT-150 trailer uses 
38 brass-and-rubber rollers to ‘‘float’’ the weight 
of a boat during transportation and launching. 











| 
i 


CHASE’* BRASS TUBE REPLACES STEEL BUSHINGS 
and gives manufacturer production savings! 


Holsclaw Brothers, Evansville, Indiana, make trailers for “We had always thought that brass would 
transporting and launching pleasure boats. In the past, they asl ; ... be the answer... but made the unforgiv- 
used steel bushings for each of the many rubber rollers carry- , able mistake of assuming brass would cost 
ing the weight of the boat. Mounting these rollers to steel gsosecsx | so much more than steel... You can imag- 
was expensive and the steel rusted rapidly, causing seizure = | ine how we felt when we learned that we 
of the rollers. F: could use brass at absolutely no increase in 

Then Holsclaw changed to Chase® brass for making these — * | our cost or selling price (.002¢ materials 
bushings. Brass has long been known for its ease of bond- ial cost increase was more than offset by the 
ing to rubber — but look what else the manufacturer says: better production) .” 














Chances are you can produce a better product at the same or 


lower cost by turning to copper, brass or other copper alloys. 
7°N Find out now—by talking it over with your nearest Chase 
AS e San, representative, or writing Chase at Waterbury 20, Conn. 
® a 


BRASS & COPPER CO. watersury 20, CONN. 
Subsidiary of Kennecott Copper Corporation 


THE NATION’S HEADQUARTERS FOR ALUMINUM © BRASS + BRONZE + COPPER + STAINLESS STEEL AND FORGINGS 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 


For More Information Write No, 211 on Inquiry Card—Page 32 
August 3, 1959 99 





From raw material to finished product, she’s 
the expert and the boss at every step. 





For the same reasons, only the com- 
pany who controls the metallurgical 
quality of beryllium copper from raw 
ore to finished strip can assure you the 
most accurate dimensional tolerances 
obtainable commercially, oxide-free 
strip surface for prolonged die life and 
precise metallurgical properties tai- 
lored to your specific needs. 

The Brush Beryllium Co. and its Penn- 
rold Division offers you the world’s 
most completely integrated facilities 
for the production of the finest pre- 
cision beryllium copper strip rolled 
today. With it, you get complete appli- 
cation and fabrication field engineering 
service, the widest range of sizes(down 
to 0.0005” thick) and the largest coil 
size in the industry (for greater uni- 
formity and faster delivery). 


The same precise metallurgical control 
and complete field engineering service 
is also available to users of precision 
rolled phosphor bronze and other spe- 
cial purpose alloy strip. 


For more information, quotations, or 
fast delivery—call your nearest Penn- 
rold Service Center, today! 


(Precision Rolled Strip 
... Only the best 


meets every test) 


THE BRUSH BERYLLIUM C0. 


PENNROLD DIVISION 
501 Crescent Avenue/Reading, Pennsylvania 


Service Centers and Warehouses 
Reading, Pa.—FRanklin 5-4361 
Southington, Conn.— MArket 8-5574 
New York, N. ¥.—WaAlker 5-7500 or Enterprise 6479 
West Paterson, N. J.— CLifford 6-1085 
Philadelphia, Pa.— MOhawk 4.6749 
Pittsburgh & Cleveland— Cleveland, ENdicott 1-5400 
Chicago, I!l._— GLadstone 5-7850 
Detroit, Mich.— TUxedo 4-2530 
St. Louis, Mo.— SHerwood 1-6423 
Greensboro, N. C.— BRoadway 3-5973 
Los Angeles, Calif.— PLeasant 3-5531 


For More Information Write No. 212 
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Association News 





Panel of Experts Takes Over Grand Rapids Meeting 


| 





Before the Grand Rapids meeting, a group of experts discuss “better val- 
ues.” Seated (left) is Lou Larson, Newaygo Engineering Co. listening to 
William R. Shirley of Lear, Inc. Standing are (left to right) F. W. Olden- 
burg, American Box Board, Henry Apol, Bergsma Brothers Furniture Co., 
and William Van Loo, American Seating Co. 


A panel of some of the most 
expert men in their fields in the 
Grand Rapids area took the reins 
at a recent meeting of Grand 
Rapids Association of Purchasing 
Agents. 

With today’s profit squeeze in 
mind the Education and Value 
Analysis Committee considered 
four topics for discussion at the 
meeting. William R. Shirley, pur- 
chasing analyst with Lear, Inc., 
was assigned the topic, “Better 
Value Through Design Re-evalua- 
tion and Modification. 

William R. Van Loo, chief 
process engineer at the Ameri- 
can Seating Company spoke on, 
“Better Value Through Better 
Manufacturing Methods.” 

Purchasing Agent Lou Larson 
of Newaygo Engineering Com- 
pany and chairman of the Stand- 
ardization and Value Analysis 
Committee Of the West Michigan 
Assn. spoke on “Better Value 
Through Standardization.” 

F. W. Oldenburg, senior vice 
president of marketing at Ameri- 
can Box Board discussed, “Better 
Value Through Better Packag- 


” 


ing. 


The evening’s program was 
moderated by Henry Apol, local 
chairman of the Value Analysis 
and Standardization Committee. 
Mr. Apol is purchasing agent for 
Bergsma Brothers Furniture Co. 


Central Illinois Hears 
Talk On Standardization 


The election of officers was 
held at a recent meeting of the 
Purchasing Agents Association 
of Central Illinois. H. E. Mod- 
row, Sangamo Electric Co. was 
elected president. 

Serving with him for the com- 
ing year will be: Loren G. Mc- 
Gary, Ideal Industries, Inc., vice 
president; Roland G. Lottman, 
Le Tourneau-Westinghouse Co., 
secretary-treasurer; and J. M. 
Anderson, Pana Refining Com- 
pany, national director. 

Ken Cruise, purchasing agent 
of Bendix Aviation Corp., Kan- 
sas City, Missouri was the prin- 
cipal speaker at the meeting. Mr. 
Cruise spoke on value analysis 
and standardization, He showed 
how Bendix Aviation uses them 
to good advantage. 
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FOR FORGED 


\\ VwWNalelal Whihd, 


‘STAINLESS - 


Wad ain ih Be RA \1\ Tak 


AND 
ALLOY STEEL 
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Valves, Fittings 
and Unions 


IN STOCK AND READY TO GO! 


BE SURE to consult the new Vogt Catalog 
F-10 when in need of top quality forged 
stainless and alloy steel piping products for 
severe operating conditions. 


The complete Vogt line includes sizes and 
types to fit your process requirements with 
high resistance to corrosion, complete free- 
dom from product contamination, and long 
service life. 


CATALOG F-10 i 
Vogt stainless and = s HENRY VOGT MACHINE CO. 
e Pa) 


alloy steel materials o 

are shown in their ap- ~ Louisville 10, Ky. 
plication to specific es © 

types of piping prod- 

ucts in this 432 page SALES OFFICES: 

catalog: ‘ 

Write for a copy on New York, Chicago, Cleveland, Dallas, Camden, 
your company letter- N.J., St. Louis, Charleston, W.Va., Cincinnati 
head. Address Dept. ; 

24A-FPM. 
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SURVEY DISCLOSES / 
INDUSTRY'S NO. 3 / 
SKIN HYGIENE PROBLEM: 
WASTE SOAP 


Here’s The Answer To It From SBS 


The most difficult three industrial skin hygiene problems, as 
rated by 2,177 major plants recently surveyed, are: 


1. SKIN DISEASE 
2. REMOVAL OF TOUGH SOILS 
3. WASTE OF SOAPS 


Closely associated with the actual problem of skin disease is 
the costly waste of soaps in all plant areas. Liquid soaps run 
off hands too easily, other types melt or spill. Where wasted 
soap accumulates, extra housekeeping expenses are involved, 
sub-sanitary conditions exist and worker dissatisfaction mounts. 
Often the combined cost of soap waste and resulting mainte- 
nance can add up to more than the original cost of the soap 
supply. Small wonder industry rates it as such a problem! 


What’s the answer to it? Ask an SBS representative to show you 
“Operation Pinpoint”, 10 minute sound slide digest of the 
national survey, and you'll see how a planned corrective program 
can solve all these skin hygiene problems. Since SBS produces a 
complete range of cleansers, he can suggest the right cleanser 
for each job. For the safest, savingest answer to skin disease, 
tough soils, and soap waste, write today . . . Dept. 5H. 


the washwordl of industry 


Sy it: 


SAGINAW, MICH. © Los Angeles, Calif. * Newark, N.J 
CANADA: Chemical By-Products, Ltd., Toronto, Ontario 





For More Information Write No. 214 on Inquiry Card—Page 32 


/ 





Purchase Order 
Analysis 


(Continued from page 71) 


another purpose, say in assessing 
the value of standards to the engi- 
neering division, it might be the 
number of units. In most instances 
two or more are required to show 
the situation in proper perspec- 
tive. 

The grand totals in terms of 
three of the imdexes are as 
follows: 

Number Number Number 
of of of 





Code Dollars Items Units 
A. 32% 33% 12% 
B. 38 53 24 
S. 30 14 4 

Totals 100% 100% 100% 


The next step was to find out 
what part of the B items were 
really standardizable. 

We were anxious to get this 
figure and therefore we made an 
analysis after the first 36 weeks 
of operation. We counted the 
number of times each kind of an 
items was ordered during this 
period. 

Obviously, we could not expect 
to standardize any kind of any 
item which occurred only once or 
twice in a 36-week period. But 
as we proceeded down the list, it 
was also necessary to look into 
the number of types under each 
kind. For example, in a group of 
11 kinds which occurred between 
16 and 20 times, we found over 
200 different types. These 200 
were in turn examined carefully 
and it was found that only 5 war- 
ranted investigation for possible 
standardization. 

For all practical purposes it 
turned out that this group was 
about the midpoint of the group 
dollarwise so that we could say 
that of the entire B group—those 
potentially standardizable — just 
about one-half might be profitably 
standardizable. When we elimi- 
nated all of the special items, and 
about one-half of all the poten- 
tially standardizable items, as not 
being standardizable in fact, we 
got down to a realistic set of fig- 
ures which spelled out the prog- 
ress we had made in comparison 
with the goal that we could ex- 
pect to reach. 


For More Information Write No. 215 
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BARNES BAND SAWS 
GIVE YOU MORE FOR YOUR MONEY 


Barnes Hard Edge, Fiexible Back Band Saws are made for high production 


metal sawing at lowest cost-per-cut. 
Barnes produces 4 types of band saws—a total of 70 specifications—for all 
cut-off and contour sawing. You are sure of the right blade for lowest cost 


per cut. : 
- BARNES SKIP TOOTH 


ARC-LINE Raker Set 
ARC-LINE Wavy Set . BARNES HOOK TOOTH 


All Barnes band saws are packaged for your convenience: 
100 ft. coils, 250 to 500 ft. random length coils 
and factory’ welded bands. 


Call Your Barnes Distributor for the best in blades 


w. o. BARNES co., INC. 








DETROIT 14, MICHIGAN 








1297 TERMINAL AVENUE e 





Vibration can’t loosen 
Loctite-treated fasteners 


The HoMELITE six-horsepower 
chain saw weighs only 19 pounds. So 
much power per pound requires 
maximum resistance to vibration in 
the fasteners holding parts together. 

LoctTiTE, the liquid lock washer, 
locks all critical fasteners on this 
gasoline-driven chain saw... pro- 
viding dependable service in rugged 
field use. 

Loct!TE Sealant is a liquid which 
hardens between metal parts to form 
a bond with greater holding power 
than any mechanical locking device. 
The added holding power of LoctTITE- 
treated fasteners allows Homelite to 
use reduced tightening torques and 
thus avoid stripping threads in the 
aluminum castings. 


While adding to product reliabil- 
ity, LoctiTrE provides substantial 
cost savings. At Homelite, the 27 
different size fasteners required in 
assembling the chain saws are treated 
with LoctirTE by tumbling in plastic 
bags. Treated screws store for days 
... lock only when assembled. 


There’s a Loctite application 
method suited to all produc- 
tion requirements. If your 
product faces shock and vi- 
bration in use, you can elim- 
inate breakdowns due to loose 
threaded fasteners . . . cut 
service cost and customer 
complaints.:.by using 
Loctite. Write for literature 
and free sample. 


LOGTITE sessanr 


AMERICAN SEALANTS COMPANY 
117 Woodbine St., Hartford 6, Conn. 
in Canada: J. S. Parkes & Co., Ltd., Montreal 
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Stockholders 


(Continued from page 63) 
standards are met. Sometimes 
Dennison’s customers are asked 
their opinions about the quality 
of the material and how it com- 
pares with that of other suppliers. 

Once a vendor has been O.K.’d, 
he can look forward to a fair 
amount of business each year. For 
the company philosophy is this: 
“We aim to buy, Just as we hope 
to sell, on merit alone.” 


Testing and Control 


A department that works close- 
ly with purchasing is testing and 
control. It makes sure that all 
purchased material meets the 
standards set up by Dennison. 
Samples of incoming shipments 
are checked and the vendor’s 
technical staff is consulted when 
flaws are found. 

One way to reduce the number 
of these flaws is by making the 
specifications on each order abso- 
lutely clear. This is purchasing’s 
responsibility, which it carries 
out by specifying material in de- 
tail. Vendors know exactly what 
is expected of them before they 
even bid on an order, thereby 
leaving no room for confusion 
and controversy after it has been 
completed. 

The normal inventory policy at 
Dennison is a 60-day supply. Mac- 
Kenzie believes that this quantity 
minimizes risk of shortages, makes 
most efficient use of warehousing 
space, and maintains a healthy 
turnover. However, the policy is 
flexible enough to allow for sud- 
den changes in the business cli- 
mate. Keeping inventories in bal- 
ance is one of his major concerns. 

A major reason for the suc- 
cess of this inventory policy is 
the cooperation of suppliers. Many 
of them carry inventory in their 
own plants and warehouses until 
it is ordered. Others go out of 
their way to meet rough delivery 
schedules when necessary. 

Dennison’s shareowners have 
indicated—through letters and 
personal contacts—their admira- 
tion and appreciation of the pur- 
chasing department. Here is an- 
other example of purchasing’s 
contribution to profits—not only 
for the company but for each and 
every stockholder. 


How Effective Are 
Your Buyers? 


(Continued from page 70) 

an increase in the average dollar 
value per order. This, in turn, 
should bring an increase in the 
cost of issuing an order. But at the 
same time, it will probably de- 
crease the cost of committing a 
dollar. It will also increase the 
hours spent per buyer per order 
and decrease the purchase orders 
issued per buyer. 

The figures of one company 
cannot be a criteria for any other 
company. The responsibilities and 
maturity of one organization are 
different from those of all other 
organizations. The statistics may 
and should change as the business 
level and activity of the company 
change—for example, from an op- 
eration that is predominantly re- 
search and development to one 
that is strongly production. 

The buyer must be judged only 
in the purchasing climate in 
which he works. This means that 
buyers of high value items and 
low value items should be eval- 
uated separately. Don’t lose sight 
of the fact that we all play the 
game according to the rules. For 
example, if counting purchase or- 
ders placed per buyer is a meas- 
ure of performance, then effort 
will be made to get a volume of 
orders out with small considera- 
tion given to overhead cost of 
operating the department. 

Reviews should be semi-annual. 
The buyer should fill out his re- 
view by himself before the meet- 
ing with his supervisor. 


Summary 


To tie the loose ends together: 

1. Buyer evaluation is related 
to the range of responsibility 
charged to purchasing. 

. The maturity of the purchas- 
ing organization and its op- 
eration influence the scope 
and results of the buyer’s 
work. 

. Evaluate the buyer in such 
a manner that his procure- 
ment efficiency is increased. 

. Build the buyer evaluation 
program around three basic 
areas: personal qualities, 
professional competence—in- 
tangible, and professional 
competence—tangible. 


For More Information Write No. 217 
on Inquiry Card—Page 32> 
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Call Crucible for stainless of uniform excellence 


The lustre of Crucible stainless is achieved through precision-rolling on modern mills. Uniform physical properties 
are maintained by checking each heat — while electronic measuring controls ensure accurate gauge. Such 
methods produce coil after coil of uniform excellence. For stainless in all gauges down to .010” and in all strip 
widths, call or write: Crucible Steel Company of America, The Oliver Building, Mellon Square, Pittsburgh 22, Pa. 





CRUCIBLE | STEEL COMPANY OF AMERICA 


CANADIAN DISTRIBUTOR — RAILWAY AND POWER ENGINEERING CORP., LTD 
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(Continued from page 51) 
Robert R. Pierce has been 
named purchasing agent for 
Stromberg-Carlson, San _ Diego, 
Calif. In his new position Mr. 
Pierce will be responsible for all 


Solano Beach, Calif. Before that 
he was a buyer for Scripps In- 
stitution of Oceanography at La 
Jolla. Mr. Pierce attended the 
University of Idaho where he 
majored in Business Administra- 
tion. He has also attended UCLA 
seminars on purchasing proced- 
ures. 


James S. Oatman has been ap- 
pointed director of purchasing, 
and Harry M. Henry named pur- 
chasing agent of Ben-Mont Pap- 


sistant to the general manager of 
Ben-Mont. Mr. Henry was for- 
merly purchasing agent for the 
Dobeckmun Company of Cleve- 
land, with which Ben-Mont is 
affiliated. 


Appointment of William Peters 
as director of purchases for Boston 
University has been announced. 
Mr. Peters, has been purchasing 
agent for Winslow Brothers & 
Smith of Boston for more than 
20 years. He is a member of both 


the New England and National 
Purchasing Agents Associations. 


ers, Inc., Bennington, Vt. Mr. 


Thomas M. Porter has been ap- 
pointed director of purchases for 
the National Electric Division, H. 
K. Porter Company, Inc., Mr. 
Porter was formerly with the 
plant apparatus department of 
Westinghouse Electric. His head- 
quarters will be at the National 
Electric plant, Ambridge, Pa. He 
Oatman has been with Ben-Mont received an M.S. degree in Engi- 
for thirty years. He was formerly neering and Business Administra- 
manager of planning and sched- tion from Dartmouth College, 
uling. For many years he was as- Hanover, N. H. in 1952. 


fa |) 


J. S. Oatman 


Robert R. Pierce 
H. M. Henry 


purchasing activities at the San 
Diego facility. Prior to his appoint- 
ment at Stromberg-Carlson, he 
was purchasing agent for Bill 
Jack Scientific Instruments at 





| NYLON & practic 


NEW oon R C 


Economically mass  pro- 
duced on fully automatic 
patented machines, GRC 
nylon parts are available 
from stock in many sizes 
and types. GRC uses 
single cavity, techniques, 
molds in one automatic HEX NUTS 


cycle, gets accurate, uni- 
form parts, ready for im- CS) Now! NYLON NUTS 
mediate use. WASHERS AND SCREWS 
These advantages, these AND SCREWS - 
economies, apply too, to CS) |] Mail Literature & 
tiny made-to-order parts e Brand new nylon hex nuts in ten sizes prices. Don’t send 
to your specifications. ; (#2 thru 5/16”) added to GRC's complete renre toti 
in quantities of 25,000 to Sues Jine of nylon screws. GRC's single cavity — s nae 
many millions, Write for molding technique gives exceptional uni- [|] Have representa- 
bulletin describing GRC’s 74> formity, accuracy, and economy to the out- tive phone for 
unique method for injec- AD standing properties of nylon fasteners. 2 
tion molding small plastic at 9 ¢ Take advantage of nylon high strength appointment 
parts or send prints for con to weight ratio, built-in electrical insulat- 
quotation. Ask about our 8088INS ing properties, stability, resilience and ~ 
zinc alloy die castings a, elasticity. GRC molded nylon fasteners— 
too! re, nuts and screws, set screws, screw insu- 
¥ % lators, washers, etc.—are available from stock 
7 in a wide range of types, sizes and lengths 
NO SIZE 
TOO SMALL, 


WRITE, WIRE, PHONE NOW for 
Maximum: 


Clip this to your 
letterhead i 


REQUEST FOR| 
INFORMATION | 


ON: GRC 


NYLON NUTS 


° 
for Profit! 
Specify Chicago Molded 


These injection molded nylon shapes com- 
pose a unique Venturi valve unit used to 
regenerate the mineral bed of a Culligan 
Water Softener. Previously, they were brass. 
By switching to Chicago Molded thermo- 
plastics, performance and durability were 
improved, material cost cut, machining and 
finishing eliminated. Your job may be smaller 
or very large, may require a different plastic, 
compression or transfer molding. To pur- 
chase for profit, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1028 North Kolmar, Chicago 51, III. 
For More Information Write No. 219 
on Inquiry Card—Page 32 


106 PuRCHASING 


] Send Samples 

[_] Various 

[] Specific 
thread size 


wine TS GRC’s new catalog 


a. f di t and 
ee @ 


wikt clamps f@Steners. 


GRIES REPRODUCER CORP. 


World's Foremost Producer of Small Die Castings 
39 Second St., New Rochelle, N.Y. NEw Rochelle 3-8600 


a a we we we ae ae ae i ee 


For More Information Write No. 218 on Inquiry Card—Page 32 
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Appointment of Arthur H. 
Crouch as purchasing agent of 
Wilkerson Corp., Englewood, 
Colo., has been announced. Mr. 
Crouch joined the company as 


Arthur H. Crouch 


stock control manager. Prior to 
this he was in the sales depart- 
ment of Electrolarm Co. and as- 
sistant manager of pricing de- 
partment of the California Com- 
pany, both Denver concerns. He 
also spent some time as a lab- 
oratory technician for Carbide 
and Carbon Chemicals Corp. in 
W. Va. 


International Business Machines 
Corporation has announced the 
appointment of Martin C. Stutz- 
bach as purchasing agent for re- 
search laboratories in West- 
chester and Poughkeepsie, N. Y. 
He will also be responsible for the 
administration of service con- 
tracts. Mr. Stutzbach will make 
his headquarters at the Mohansic 


Laboratory, Yorktown Heights, 
N. Y. Mr. Stutzbach joined IBM 
in 1951 as a member of the re- 
search organization. Subsequent- 
ly he held various technical and 
administrative posts. In 1951, he 
joined the engineering contracts 
department as a contract nego- 
tiator. Later he became technical 
assistant to the manager of re- 
search finance and procedures. In 
1957 he was named manager of 
capital equipment services, a posi- 
tion he held until his present ap- 
pointment. 


Lester H. Keepper, has been 
promoted to senior buyer of chem- 
icals for Abbott Laboratories, 
North Chicago, Ill. Mr. Keepper 
began his carrer at Abbott in 
1929 as a chemical operator. In 
1935 he transferred to the cost 
department, and in 1940 to the 
purchasing department. He at- 
tended Illinois Wesleyan and 
Northwestern Universities and is 
a graduate of the Industrial Man- 
agement Institute of Lake Forest 
College. 





* 
for Profit! 
Specify Chicago Molded 


Linear polyethylene replaces brass in this 
deep-well pump component injection molded 
by Chicago Molded for Red Jacket Manu- 
facturing Co. By applying the right plastic 
material and molding method, CMPC solved 
a long-standing corrosion problem and im- 
proved pump efficiency. Cost—a fraction that 
of brass with finishing eliminated. By any 
measure of value analysis, this is purchasing 
for profit! Your part cost problems are our 
business—call, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1028 North Kolmar, 

For More Information Write No. 230 


on Inquiry Card—Page 32 
Avcust 3, 1959 
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CON TINENTAL 
CHAIN LINK FENCE 


This is the fence that gives you extra protection, extra resist- 
ance to rust and corrosion, because it is the only fence made 





Chicago 51, ill. 


of stronger, longer lasting KONIK STEEL. H-section line 
Posts are 15 percent stronger, too. Terminal posts and post 
caps are heavier, more rugged. Extra strength throughout, 
with galvanizing after weaving, mean longer fence life at 
lower cost per year, without maintenance! 


Write today for your Fre PLANNED PROTECTION Manual 


CONTINENTAL STEEL conn 


For More Information Write No. 220 on Inquiry Card—Page 32 











MACHINE 
WORK & 
SPECIAL 
MACHINE 
BUILDING 


We have large, medium and small machine 
tools available for machine work and the 
building of special machinery. 


We will be pleased to receive your inquiries. 


SUN SHIP 


BUILDING & DRYDOCK COMPANY 
CHESTER, PA. 








For More Information Write No. 221 on Inquiry Card—Page 32 


Zeiss—Kollmorgen 
Borescopes 


Precision manufactured for 
detailed inspection of tubes, 
tanks, cavities, injectors, 

pipes, cylinders, gun bores 


Designed in sizes and models for every job. Diam- 
eters from .100”, lengths to 45 feet or longer. Self- 
illuminated. Choice of viewing heads for different 
angles of observation. See how these versatile 
instruments can increase inspection efficiency. 
Adaptable for photography. Write for Bulletin 305. 


OLLMORGEN 


optical corporation 
NORTHAMPTON, MASSACHUSETTS 


el 
For More Information Write No. 222 on Inquiry Card—Page 32 
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Need an original equipment 


. VACUUM PUMP? 
See how GAST cuts your costs 


Above (1) is basic Model 1550 Vacuum Pum 
(one of 13 sizes). For active customers, Gast 
builds this model in dozens of variations. Spe- 
cific needs are met for vacuum, pressure, lubri- 
cation, drive and type of service. 
For example, (2) is equipped for general purpose 
vacuum. (3) provides both vacuum and pressure 
for paper feeding. (4) oil-less model has carbon 
vanes; never needs oil. (5) has new constant 
level oiler for rigorous industrial duty. 
You save because Gast ingenuity and tooling and 
manufacturing efficiency permit high quality at 
production prices. 

WRITE FOR FULL DETAILS—REQUEST CATALOG 


Gast Manufacturing Corp.,P.O.Box 117-» Benton Harbor, Mich. 
a OAS] a =~ 


@ AIR MOTORS TO 7 HP. 

© COMPRESSORS TO 30 P-S.!. 

© VACUUM PUMPS TO 28 IN, 
“Ais may be your onswer!" 


For More Information Write No. 223 on Inquiry Card—Page 32 
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STAINLESS! 


SIX CHOICES 


of tubes and sockets 





—from inlet to tip 


Now the superlative Master- 
gauge is available in a wider 
range of corrosion resistant 
tubes and sockets than any 
other pressure gauge. 

Check the adjoining list. And 
remember that tube socket and 
tip are fused into one piece by 
the exclusive Marsh ‘“Cono- 
weld” process. 

Marsh alone combines the 
“Conoweld”’ construction, the 
copper-clad ‘“‘Marshalloy” case, 
the finer Mastergauge move- 
ment, the Marsh ‘‘Recali- 
brator”’, the new ‘‘Safecase.” 
Ask for data covering your spe- 
cific needs. 


MARSH INSTRUMENT COMPANY, Division of Colorado Oil and Gas Corporation, 
Dept. @, Skokie, Ill, ¢ Marsh Instrument & Valve Co., (Can.) Ltd. ¢ 8407 103rd St., 
Edmonton, Alberta * Houston Branch Plant: 1121 Rothwell St., Sect. 15, Housten, Texas 





4130 alloy steel tube 
with alloy steel tip and 
socket. 

403 stainless steel tube 
with alloy steel tip and 
socket. 

403 stainless steel tube 
with 416 stainless tip and 
socket. 

316 stainless steel tube 
with alloy steel tip and 
socket. 

316 stainless steel tube 
with 303 stainless tip and 
socket. 

“K" Monel tube with 
Monel tip and socket. 





MARSH ~<>— 





For More Information Write No. 224 on Inquiry Card—Page 32 
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POLYETHYLENE 


miracle tape 


STICKS TO STAY! 


101 in-plant uses 
with any plastic film, @5 
paper, metal! nei 


Pressure sensitive * Waterproof 
Handles easily » Sticks fast * Won't 
shrink, dry out or crack * Doesn't 
get brittle * Send for sample and 
complete information today! 


GERING PLASTICS 
division of STUDEBAKER-PACKARD CORP, 
Kenilworth, WN. J. 





For More Information Write No. 225 on Inquiry Card—Page 32 





FLEX-A-FOAM 


Dust Masks 


@ Ideal for Hot Weather. Filter’s por- UNMATCHED ECONOMY 


ous action absorbs and actually exhales 
body heat. Flex-A-Foam is the lowest 


priced quality respirator on 
@ Flex-A-Foam’s lightweight (only 1 the market today. 


ounce complete) makes it cool and com- 
fortable to wear — not hot and cumber- 
some like old-fashioned respirators. 


Flex-A-Foam’s washable fil- 
ter outlasts throw-away 
type by more than 100 to 1. 
@ Flex-A-Foam is easier to breathe and Fewer filter replacements 
talk through than an ordinary pocket with Flex-A-Foam Dust 
handkerchief — does away with that Masks mean fewer lost pro- 
stuffy, smothered feeling. duction hours. 


Your best Ounce of Protection against Irritating Dust 


Sample only 
$745 
} postpaid 


Industrial price only 


FLEXO PRODUCTS, INC..- Westlcke, Ohio 





Concentration on design and production of quality 
ball bearings for all kinds of uses over a 50-year 
period has taught us a lot. Like how to move fast 
when sudden new engineering needs arise. How to 
keep production flexible when everybody wants 
everything right now. How much worth there is— 
to our customers and to us—in pride of workman- 
ship and real understanding of a supplier’s duty to 
meet ‘‘when-promised”’ delivery dates. If things 
like this make sense to you, talk to us about your 
ball bearing requirements, whatever they may be. 
Bearings Company of America Division, Federal- 
Mogul-Bower Bearings, Inc., Lancaster, Pa. 


BEARINGS COMPANY OF AMERICA 


For More Information Write No. 226 on Inquiry Card—Page 32 For More Information Write No. 227 on Inquiry Card—Page 32 
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Employment Service 








PURCHASING 

AGENT 
Minimum 5 years. experi- 
ence, job lot or production 
purchasing, steel, forgings 
castings, stampings, outside 
machining, assembled com- 
ponents. Ability to negotiate 
and expedite. Prefer B/S 
Bus. Adm. or equivalent. We 
are a progressive company 
located in Western Mich. 
i ges send resume to: Box 
Jaa, 











Experience: Three years purchasing 
and accounting with leading company 
in electronic and missile field. Ex- 
pediting, analyzing bids, coordinating 
activities between engineering and 
vendor and interviewing and negotiat- 
ing with salesmen. Thorough back- 
ground in inventory control and sched- 
uling, shipping, office management. 
Familiar with government procure- 
ment regulations and specifications. 
Education: B.S. bus. adm—major in 
marketing. 

Will relocate. 

Write: Box 416 


Experience: Four years as plant pur- 
chasing agent for multi-plant manufac- 
turer of medium and heavy machinery, 
following home office training in pur- 
chasing. Active in cost reduction, prod- 
uct redesign, and foremen’s training 
programs. Desire more challenging po- 
sition, including additional supervisory 
responsibilities. 

Education: B.S. in bus. adm., majoring 
in industrial management. Graduate 
courses in economics, 

Will relocate—U. S. or abroad. 

Write: Box 413 


Experience: Seven years as assistant 
purchasing agent of an industrial plant. 
Have done heavy buying and experi- 
enced in all phases of purchasing. Also 
have a total of four years experience in 
production shop, shipping and receiv- 
ing department. Have excellent em- 
ployment record, willing to learn and 
work hard. 

Education: Evening course in business 
administration. 

Prefer: Suffolk or Nassau County, Long 
Island, N. Y. 

Write: Box 422. 
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Experience: Fifteen years of well- 
grounded opurchasing background. 
Bought electronics gear and all types 
of mechanical apparatus. Know cost 
accounting, price analysis, negotiation 
techniques. Major emphasis has been 
in the field of government contracts. 
Know ASPR, government procurement 
principles and procedures. Have nego- 
tiated all types of contracts; cost-plus- 
fixed fee, maximum-price and incen- 
tive type. 

Education: LLB, member of D. C. and 
Va. Bars—Master in business adminis- 
tration—majored in contracts and ac- 
counting. 

Will relocate. 

Write: Box 425 


Experience: Nineteen years with large 
corporation—two years in stock room, 
production clerk on industrial items 
and defense projects for two years. 
Requisition clerk on defense products 
four years. Production supervisor on 
defense products with seven production 
people directly responsible to me. Three 
years as field representative in pur- 
chasing on government orders. Two 
years as specialist purchasing exec. 
Aircraft operation to present. 
Education: Three years college in 
Chem. Eng.—Production Courses. 

Will relocate. 

Write: Box 424 





DIRECTOR 
OF PURCHASES 


Multiple-division Mid-West 
machinery manufacturer, 
leader in its industry, with 
sales in excess of $45,000,000, 
is seeking a man of executive 
caliber to take charge of all 
purchasing activities, report- 
ing to an officer and director. 
You may apply in confidence 
directly to the company, stat- 
ing salary requirements, all 
qualifications and personal 
information via; Box 525 











Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 














Experience: Fourteen years experience 
in buying M.R.0. supplies, office equip- 
ment and lumber. Heavy experience 
in packaging, supervised perpetual in- 
ventory system. Head of dept. purchas- 
ing $1,000,000 a year. Handled contract 
negotiations. 

Education: B.S. bus. adm. major in 
marketing, N.A.P.A. courses. 

Will relocate. 

Write: Box 423. 


Experience: Fifteen years extensive 
purchasing experience with major air- 
craft engine company including ex- 
pediting and buying of stampings, 
molded and extruded rubber, gaskets, 
rivets, mill and hardware supplies, cold 
headed and finished parts. 

Education: Certificate traffic manager’s 
institute. Certificate international ac- 
countants society in accounting. Com- 
pany conducted lectures on purchasing 
procedure. 

Will relocate. 

Write: Box 414 


Experience: Currently employed with 
large automotive manufacturer ex- 
pediting purchased parts. Have had 
work experience in the following de- 
partments; purchasing, traffic, produc- 
tion control, accounting, material han- 
dling, industrial relations. 

Education: B.S. bus. adm.—major in 
marketing. One year formal study in 
industrial management courses — 
studied; purchasing, traffic, account- 
ing, budgeting. 

Will relocate. 

Write: Box 415 
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ANNOUNCING... 


U.S.1. CHLORINE and CAUSTIC SODA 


... from Huntsville, Alabama 


Two U.S.I. plants, conveniently located at Huntsville, 
Alabama, can now supply your chlorine and caustic needs. 


Make U.S.I. your preferred supplier of these chemi- 
cals. Here are some profitable reasons why you should: 


e Your orders will arrive at a U.S.I. plant almost as 
soon as they leave your own—through U.S.I.’s automated 
order-handling system based on an extensive teletype 
network. 


¢ Your orders will be delivered rapidly and without com- 
plications — because of the convenience of the Huntsville 
location: and the efficiency of the order-handling system. 


¢ You’ll be working with a 50-year old chemical manu- 
facturing company with a reputation of service to its 
customers throughout that half century. 


¢ You’ll be working with a large and continually-grow- 
ing company that today has warehouses, plants and sales 
offices in 27 locations across the nation. 


Liquid chlorine is shipped from Huntsville in tank 
cars. Commercial grade 50% liquid caustic soda is 
shipped in tank cars, tank trucks and barges. 


The coupon below provides a convenient way to find 
out more about U.S.I.’s supply and service capabilities. 
Why not drop it in the mail now while you think of it? 


U. S. Industrial Chemicals Co., 99 Park Ave., New York 16, N.Y. 
We'd like to know more about U.S.1. 


0) Send brochure “National Distillers Expands in the Chemical 
Industry” 


0) Send information on your Automated Order Handling System 


OC) Have a salesman call for an appointment to discuss chlorine 
and caustic soda 
C) Put me on your mailing list 


Name. 

Title 
Company. 
Address __ 
City and State 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 


For More Information Write No. 228 on Inquiry Card—Page 32 
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FREE BULLETIN... 


TURN TRASK 
INTO CASH 


Just produced by Handy & Harman-—this new Refining Bul- 
letin describes the great cash potential in precious metals 
industrial waste... lists many possible sources. Types and 
forms of refinings are illustrated photographically and de- 
scribed in text. Equally important, the bulletin calls atten- 
tion to the fact that much of industry’s valuable waste is 
truly wasted. 


Refining Plants 
& Collecting Stations: 


Bridgeport 1, Conn, 
330 North Gibson Road 
New York 38, N.Y. 

82 Fulton Street 
Toronto 2B 

141 John Street 


Chicago 22, Ill. 
1900 W. Kinzie Street 


Providence 3, R.1. 
425 Richmond Street 


El Monte, Calif. (Los Angeles) 























For your free copy of this new and cash-provoking bulletin, 
write to Refining Division, Handy & Harman, 82 Fulton 
Street, New York 38, N.Y. Your biggest dividend will come 
when you send a refining lot to Handy & Harman and see 
for yourself the cash benefits you get from the country’s 
leading refiner of precious metals waste. 


Your No. 1 Source of Supply, Refiner and Authority’ 
on Precious Metals Alloys 


HANDY & HARMAN 


General Offices: 82 Fulton St., New York 38, N.Y. 


For More Information Write No. 229 on Inquiry Card—Page 32 
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Electric 
Truck 


BATTERY 





Exide Industrial Division, The Electric Storage Battery Company, Philadelphia 20, Pa. 





Equip any electric industrial truck 
with an Exide-lronclad Battery... 


EXTRA POWER IN 











. and you boost its work capacity 
.. earn a bigger investment return. 


EXIDE-IRONCLAD GETS YOU 


MORE WORK FROM YOUR PRESENT SIZE FLEET 


Put a more powerful battery in any elec- 
tric industrial truck and you boost its 
work capacity. Multiply the boost by 
the size of your fleet and you get an 
idea of just how much more valuable 
Exide-Ironclad Batteries can make yout 
trucks. 


Each Exide-Ironclad Battery now packs 
at least 25°), up to 44°, more power 
than the most powerfui truck batteries 
previously sold. So if you want more 
truck work capacity, you can get it from 
your present size fleet. Equipped with 


new Exide-Ironclad Batteries, each of 


your present trucks can handle more 
per shift, move it farther, work longer 
hours in other words, they can 
do more, much more, than they ever 
did before. 


improved battery construction 


Exide-Ironclad tubular plate batteries 
have proved their superiority in thou- 


sands of applications. Today they 
feature new, more advanced tubular 
construction that dramatically improves 
performance and extends life potential. 
This is the latest step forward in the 
50-year progress of. Exide-Ironclad 
Batteries. The new armored porous 
tubing holds the active material even 
more firmly captive against loss. Greater 
porosity improves access of electrolyte 
for sustained high-load capacity. And 
inside, where vital current flows from 
the positive plates, Exide’s patented 
Silvium alloy resists corrosion as much 
as 100°; longer than other commonly 
used alloys. 


Now each positive plate in Exide- 
Ironclad Batteries packs more power 


For more details on the new Exide- 
Ironclad Batteries, write for a copy of 
our 8-page, illustrated brochure +6230 


into the same battery space. Battery 
materials are used more efficiently for 
greater power per dollar. Here, truly, 
is today’s outstanding battery value for 
electric industrial trucks. 


50 years of constant improvement have 
gone into today’s Exide-Ironclad Battery. 
Latest advance is the improved tubular 
construction of the positive plate. Skillful 
application of the most modern, virtually 
ageless, materials means longer lasting 
battery power in industrial truck service 
than has ever before been possible. 


Exide Complete Power Package...includes chargers too 


For all the value and economy Exide can 
offer you, make sure you get chargers 
from Exide too. That way, you get the 
complete Exide power package. New 
Exide vertical-design chargers are spe- 
cifically designed for industrial truck 
use. Available in a full range of ratings 
for all trucks, and with operating fea- 
tures unmatched in the field. They save 
two-thirds in floor space required. Can 
be wall mounted. Operate cleaner, so 


Information Write No. 152 on Inquiry Card— 


they need less upkeep. In addition, you 
get the advantage of reliable, thorough 
and regular Exide service for both 
batteries and chargers. Write for new 
brochure giving complete information. 


Exide 


Page 32 
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Mr. Gerald Thomas, 

Assistant Maintenance Superintendent, 
Portage plant of the Upjohn Company, 
buys Scott Towels because: 


“When you make products for public consumption, 
you can’t tolerate any source of uncleanliness. 
Scott Towels don’t shed lint which could shake 
loose from employees’ clothes and contaminate 


the air in our production areas.” 


Scott Towels are clean, snowy-white, odorless, lint-free. 
Employees appreciate their soft, absorbent qualities. A 
single Scott UHA Towel can dry both hands and face. 
That’s economy you should look into. Why not call 
your Scott distributor for the facts and figures? He’s 
listed in the Yellow Pages under “Paper Towels.” 


Scott UHA Towels 
Scott Multifold Towels 
Scott Singlefold Towels 
ScotTissue 


Distributed through the leading paper merchants of America 


For More Information Write No. 153 on Inquiry Card—Page 32 
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